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STRENGTH 





SAMSON demolished a 
temple; Atlas upheld the world. The first an 
example of strength used for destructive purposes; 
the second an instance of strength utilized for good. 


Of the second type is the strength of the 

Illinois Life. A financial reserve which is more 
than adequate for its needs, a field organization 
which has demonstrated its abilities, plus the leader- 
ship of capable executives at the Home Office are 
the factors which have enabled this Company to 
attain its place at the head of the list of Illinois 
life insurance companies. 


The Illinois Life has assets of more than 

forty millions of dollars and has over one 
hundred and seventy-seven millions of insurance 
in force. 


A strong company —a good company 


Hilinois Life Insurance Co. 


Illinois Life Building Chicago 1212 Lake Shore Drive 
Raymond W. Stevens, President 
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The Old Dominion This Week 
Welcomes Atlantic’s Aces 





HE historic land where first was planted in the New 

World a permanent English colony—where famous 
Presidents and Statesmen were born and bred—where was 
established the Capital of the Confederacy during the 
War Between the States—and where is now found in 
fullest measure the progress of the New South—VIR- 
GINIA—is the scene of Atlantic’s 1929 Aces’ Convention 
from September Fourth to Eighth. 








JAMESTOWN 





At Richmond the stately Hotel Jefferson entertains our 
guests for two days. The historic shrines of Jamestown 
and Yorktown are visited by motor; at Colonial Williams- 
burg—world famous for its restoration project—our Aces 
enjoy luncheon at the College of William and Mary. 
And at Virginia Beach, overlooking the blue Atlantic 
tans Ocean, the new and beautiful Cavalier offers our men a 
glorious week-end of pleasure on one of the most inviting 
beaches in the United States. 











Many newly appointed General Agents are enjoying 
here the charm of Atlantic’s true Virginia Hospitality. 
They are learning of our progress in 1929 and our plans 
a for growth in 1930. They know that they have chosen 

~ ' wisely in linking themselves with Atlantic Life. 





There are opportunities now open for other ambitious 
men to come with us as General Agents in large metropol- 
itan cities in Ohio, Indiana and Missouri. We will wel- 
come your inquiry. 











Atlantic Life is justly noted for 


its Aces’ Conventions: 


1927 Essex and Sussex, Spring Lake, N. J. 
1928 Chateau Frontenac, Quebec, Canada. 

1929 The Jefferson and The Cavalier, Virginia. 
1930 Ambassador, Atlantic City, N. J. 


Ask Us How YOU Can Qualify for 1930! 


ee TLANTIC LIFE 


Hotel Cavalier 1 NJ AY U RA NJ C FE C O. 
Angus O. Swink, President 
RICHMOND, VA. 
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The Pan-American Salesman Says:— 


“Prospects ?— 
I have 30 a week who have asked me to call!” 


“No! Getting good prospects is no problem for me. Every week the 
Home Office sends me the names of from 25 to 35 prospects who have actu- 
ally asked me to tell them about Life Insurance! That type of service 
makes Life Insurance selling easy.” 


Our Sales Planning Department is just one of the many ways in which 


we try to render service to agents. One-third of our entire agency organi- 





zation is using the Sales Planning Department systematically—and the sig- 


nificant fact is this: This one-third is writing 75% of our new business. 


That’s proof of its value. 


We have available territory in the following states. If you feel you can 
measure up to Pan-American standards, let us hear from you: 


Georgia, Illinois, Indiana, Missouri, North Carolina, Ohio, Tennes- 
see, Virginia or West Virginia. 


Address 


E. G. SIMMONS, Vice-President & General Manager 


PAN-AMERICAN LIFE INSURANCE COMPANY 


NEW ORLEANS, U.S. A. 


CRAWFORD H. ELLIS, President 
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Grant Plans to 
Build a Fleet 


Business Men’s Assurance Will 
Organize Two Auxiliary 


Companies 


TO HAVE FULL COVERAGE 


Will First Establish a Casualty Running 
Mate and Then Will Promote a 
Fire Corporation 


Grant, president of the Busi- 
ness Men’s Assurance of Kansas City, in 


his talk before the star salesmen of his 


company at their annual meeting at 
Charlevoix, Mich., last week announced 
that the company had now taken pre- 


liminary steps to incorporate a casualty 
company to write multiple lines and 
later on it will incorporate a fire com- 
pany to write all fire insurance lines. 
President Grant stated that he felt that 
had come when an all-around 
service should be given by a 
group. 


the time 
surance 
npany 

Development of Fleets 


He called attention to the develop- 
ment of company fleets and said that in 

opinion the various lines of insur- 
ance help the other. In other words, it 
s his opinion that a life company gets 
a very favorable reaction from a fire 
company under the same management. 
He believes the time is coming when 
an agent will see the great advantages 
n being able to furnish all kinds of in- 
surance. 

It is understood that it is the plan of 
the Business Men’s Assurance to organ- 
ize a financial holding company so that 
the three companies can be _ united 
through this medium. While the plans 
have not been matured, it is stated that 

mdoubtedly agents and policyholders 
will be offered the opportunity to sub- 
scribe for stock on favorable terms. At 
the present time a number of agents 
ire stockholders. 

Remarkable Development Seen 


President Grant stated that during the 


ast 10 years all lines of insurance have 
leveloped in a remarkable way. Fire in- 
surance, he said, had increased 60 per- 
ent in that period and casualty insur- 
nce 160 percent so far as income is 
neerned. Life insurance in force has in- 
reased from $900,000,000 to $2,400,000,- 
000. He believes that it is possible under 
he same management to carry on three 
differ rent major classes of insurance with 


the overhead cut down considerably and 


the agents offering all around insurance 
fac ilities, 

Business Men's Growth 
_ the Business Men’s Assurance has 
‘ad a rapid and substantial growth. It 


$20 years old. It now has $300,000 
apital and $661,882 net surplus above 
capital and all other liabilities. Its as- 
(CONTINUED ON PAGE 16) 















New York Hearing Shows 
Varied Views on Disability 


NEW YORK, Sept. 5.—If by any chance Superintendent Albert 
Conway of New York approached the disability hearing which he held 
in his offices here yesterday without preconceived ideas on the disabil- 
ity clause, it would seem improbable that he could come to any defi- 


nite conclusion from the course of the day’s session. 


The gathering, 


with representation from coast to coast, reflected a wider degree of 
variance in thought than at any hearing thus far held, possibly because 
there was a greater freedom of expression and more company officials 
actually went on record with their views of the problem. 


Probably the most important 
was the appearance for the first time 
of a rather sizeable following for the 
Mutua! Benefit’s new disability clause. 
Heretofore Vice-president E. E. Rhodes 
has alone in the defense of his 
appeal for liberality in the definition of 
totality of disability. Today several com- 
pany officials openly stated that they 


stood 


approve the Mutual Benefit definition and | 
| of 


several more gave indirect approval by 
urging a liberality in uniformity which 
would permit such clauses that of 
the Mutual Benefit. It was especially 
pointed out that this was a new venture 


as 


and should be encouraged rather than 

prohibited by the rush for uniformity. 
Great Variance on Prorating 

The second chief item of discussion, 

as at previous hearings, was on the mat- 

ter of the prorating clause and here 


again there was such a wide variance of 
opinion that no general viewpoint could 
be gained. Mr. Conway reported, how- 
ever, that as a result of his recent ques- 
tionnaire he found that of 38 companies 
answering, 26 did not favor a compul- 
sory prorating clause, while 12 did, and 
of 36 companies answering on the mat- 
ter of a permissive clause, 21 favored 
it, 13 did not and two qualified their 
answers. With that as a basis it seems 
probable that Mr. Conway will go be- 
fore the meeting of the National Con- 
vention of Insurance Commissioners 
favoring a permissive prorating clause 
but disapproving a compulsory clause. 
Some Objections to Uniformity 
The 


came 


general subject of uniformity 
in for extensive argument and 
there was even a wide divergence of 
opinion as to the desirability of uni- 
formity of itself. Though the preponder- 
ance of opinion was in favor of a definite 
program of uniformity and of the pro- 
posed program in particular, with cer- 
tain revisions. The chief objection to 
uniformity was voiced by Vice-president 
Hutcheson of the Mutual Life of New 
York, who said that he was not in 
favor of uniformity at all and that he 
felt as broad a range of individuality 
should be granted in this as in all other 


phases of life insurance. 
Monk Calls It Essential 
Wesley E. Monk, former commis- 
sioner of Massachusetts and now with 








actual development of the session 


tial today and ‘that chaos would de- 
velop in connection with the disability 


clause if this is not effected at once. 
Craig Opens Discussion 
The discussion was opened by James 


vice-president of the Metro- 
and chairman of the actu- 
in charge of the study 
disability uniformity. He first out- 
lined the committee’s work and findings 
and spoke on the general case of the 
proposed clause, then turning to the 
views of his own company. Mr. Craig 
said that he personally believed that the 
tide had been turned in his own com- 
pany and that the business is now car- 
ing for itself. Last year it showed a 
profit of $250,000 on the clause and this 
year expects to show a profit of $2,- 
50,000, Thus it is not vitally interested 
in the new program and would be 
equally satisfied if it were not adopted 


Would 


D. Craig, 
politan Life 
arial committee 


Eliminate Competition 


Metropolitan had been prepared 
a new form somewhat like that 
of the Mutual Benefit when the matter 
of uniformity came up, and it would 
gladly go ahead with that, if free com- 
petition were to continue, but if uni- 
formity is to be effected, it will approve 
and abide by the proposed code. He 
said that he believed it best to eliminate 
competition as much as possible from 
the life business and that energies should 
turned from disability to the life 
coverage and thus for the good of the 
business some such uniform code is best 


The 
to issue 


be 


and the time is ripe now for such a 
change. 

Notable Rate Increase Imperative 

Arthur Hunter of the New York Life 
spoke on the item of disability rating, 
which he and Arthur Henderson of the 
Equitable Life of New York have had 
under close and intensive study for the 


past few months, and he made the defi- 
nite recommendation that a notable rate 
increase imperative and that he and 
Mr. Henderson will have the new pro- 
posed rates, for use with the new pro- 
posed standard clause, ready before the 
commissioners meet in Toronto. It was 
pointed out that the rates now charged 
by certain companies whose experience 
was studied for rating purposes are at 


is 


| least 10 percent and possibly consider- 


the Massachusetts Mutual, discussed uni- | 


formity at length and pointed to its 
need, saying that its attainment was 
the very purpose of the original associa- 
tion of commissioners in a national body 
and that it had done much to keep the 
insurance business from chaos. Several 
stated that they felt uniformity is essen- 


level at which 
actual loss conditions indicate they 
should stand. Mr. Hunter, speaking 
for his own company, said that it also 
would prefer to go along on its own 
plan, regarding it as the best, but that 
unformity essential and thus it 
15) 


ably more below the 


is is 


(CONTINUED ON PAGE 





Washington Plans 
Are Rounded Out 


Tentative Program for National 
Association Convention Is 


Completed 


MORE SPEAKERS ADDED 


Galaxy of Agency, Home Office and 
Unattached Leaders Promise 
Worthy Three Days 


NEW YORK, Sept. 


important 


5.—With several 
to the 
the completed tentative program 
annual convention of the National 
Life Underwriters, to be 
held in Washington, D. C., Sept. 25-27, 
has by Hull, 


association, 


additions previous 
drafts, 
of the 
Association of 


Roger B. 
the 
and James Elton Bragg, chairman of the 


been given out 


managing director of 


convention program committee. Among 
the Walton L. Crocker, 
president of the John Hancock Mutual 
Life; Jerome Clark, assistant superin- 
tendent of agencies of the Union Central 
Life; Edward M. McMahon, insurance 
trust officer of the Equitable Trust Com- 


additions are 


pany of New York, and William B. 
Burrus, with one place on the program 
still vacant, to be fied with a prominent 


completed line-up 
well qual- 
with 
combined 
office and 


agency man. The 
gives a strong array of talent, 
ified to fill the three day session 
unusual material from the 
viewpoint of agency, home 
layman. 

Details Are Given 


Convention details are included in the 


announcement, the local agents having 
———- an interesting entertainment 
-hedule and the National association 


slenning numerous breakfasts and spe- 
cial gatherings of special groups, which 
will add zest to the convention. Head- 
quarters are to be at the Mayflower 
Hotel and the entire week will be given 
over to making Washington the national 
capital for life insurance for the time 
being. The board of trustees will meet 
on Monday, the executive committee on 
Tuesday and the association in full on 
the next three days. The convention 
theme, “The Era of the Second Hundred 
Billion,” is being carried out throughout 
the three days and added impetus 
given this theme by the announcement 
only last month that the first hundred 
billion had actually been passed. The 
tentative program in full is given as 
follows: 
Monday, September 23 


1s 


10 a. m.—Meeting of the board of trus- 
tees of the National Association—all-day 
session. 

2 p. m.—Meeting of the board of trus- 


tees of the American College of Life 
Underwriters. 
Tuesday, September 24 

10 a. m—Meeting of the executive 
committee of the National Association— 
all-day session. 
Wednesday, September 25 
m.—Breakfast and conference— 


(CONTINUED ON PAGE 16) 
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Sharp Rise in Policy Loans 
and Surrenders Is Shown 





NEW YORK, Sept. 5.—That the pres- 
ent stock market activity is having a 
direct effect on the life insurance business 
cannot be doubted after a study of policy 
loan and surrender figures for the past 
two years and reports on the half year 
results of 1929. These figures do not 
point directly to the stock market, of 
course, but they do tell of unusual cash 
demands on the business and speculation 
is the onlv plausible reason for this de- 
mand in these years of general business 
prosperity. 

Policy loans have increased materially 
in the last two years. There is no indi- 
cation of an abatement and home offices 
in New York report a_ continued in- 
crease thus far in 1929. It is not merely 
an increase in the aggregate that is used 
to prove this, but a more than propor- 
tional increase in comparison with new 
business and amounts in force. The 
same is true of surrenders and in this 
item still greater increases are antici- 
pated for the future. The experience is 
not uniform, under any circumstance, and 
while some companies report a normal 
loan rate, others show twice or three 
times normal; and while some companies 
have even been able to improve their 
surrender rate, others have suffered from 
such tremendous surrender increases that 
heavy inroads have been made into new 
business totals, in compiling aggregates 
in force. 


More Than Proportional 


Glancing back over the past two years, 
the reports of life companies writing 
over two-thirds of the business in the 
country showed that policy loans have 
increased nearly 30 percent in the two 
years, 1927-28. Some of this increase, of 
course, would be the natural result of 
increased business, but a comparison of 
insurance in force of these same com- 
panies shows that in that two-year period 
total business increased only 20 percent. 
‘That gives an excess increase of about 
10 percent in policy loans, meaning that 


in only that two-year period there was 
an actual gain of 10 percent in policy 
loans—rather a startling increase, which 


puts increased importance on the policy 
loan factor. Even more notable was the 
increase in policy surrenders, for they 
went up 33 percent in the two years, or 
some 13 percent over the actual normal. 
Of the latter item, it is significant to 
note that the great increases came in the 
case of the two great industrial-ordinary 
companies and that the bulk of the com- 
panies showed only a normal gain—or 
even an improvement. This might indi- 
cate that the increase in policy loans, 
reported by almost all companies, has 
not yet matured in most cases into the 
surrender stage, which is commonly re- 
garded as the natural sequence—the final 
stage having been reached only in the 
case of the smaller unit companies. 


Wide Variance Shown 


Individual company experience varied 
widely. One company reported a gain 
of 40 percent in policy loans and 43 per- 
cent in surrenders, while its business in- 
creased only 23 percent. Another com- 
pany increased policy loans 30 percent 
and surrenders 75 percent, while its busi- 
ness gained only 22 percent. One of 
the large non-par companies had an in- 
crease of 33 percent in policy loans and 
50 percent in surrenders, while its busi- 


ness gained only 17 percent. One of 
the giants in the ordinary ranks in- 
creased policy loans 28 percent and 


slightly reduced its surrenders, gaining 
22 percent in business in the two years. 
Another huge company, which has done 
extensive work in conservation and the 
c hecking of lapses, reported a 20 percent 
gain in policy loans, a 14 percent gain 
in surrenders and a 15 percent gain in 
insurance in force. One of the conserva- 
tive New England companies reported 








a 24 percent increase in loans, a 4 per- 
cent gain in surrenders and a 20 percent 
in total insurance. Thus the experience 
varies and no set rule applies, though 
the average of the aggregate experience 
points to a notable net increase in both 
loans and surrenders, with even more 
imminent in the case of the latter. 


Now More Aware 


Many factors enter into a considera- 
tion of these figures, so that it is not 
safe to credit the cash outgo at once to 
market speculation among the men on 
the street. Policy loans today have come 
into greater importance than in the past 
partly from the type of modern sales- 
manship which has put both business 
and personal insurance on a more scien- 
tific basis. The purchaser is more aware 
today of his cash equity and is often 
sold with realization of this credit bul- 
wark which can be utilized at any time 
and with a minimum of notice.. Thus, 
with business insurance greatly increased 
and personal insurance more nearly per- 
sonal business insurance, it is only nat- 
ural that the calls would be more fre- 
quent on the policy loan feature. The 
only disconcerting feature is that busi- 
ness in general has never enjoyed such 
a prosperous year as 1928 and as 1929 
appears to point to, and thus general 
business should not be demanding such 
loan increases. Tight money may call 
for some of it, many preferring to use 
their life policies, rather than seek 
money when rates are up and money 
scarce at any price. But even this would 
not account for any appreciable amount 
of the total—and would not probably re- 
sult in lapses, which have followed loans 
in the upward swing. 


Points to Speculation 


It seems that there can be only one 
answer to the trend in policy loans and 
that is that the lure of the stock market 
has been too great for the layman of 
America. He has been widely accused 
in the past two years of having invaded 
Wall street, in fact of having been the 
innocent cause of much of the wild 
speculation there—and the very fact that 
the greatest thrift unit in the country, 
life insurance, is feeling the call for cash, 
seems to indicate that this surmise is 
correct. If it is true, it offers cause for 
apprehension for the coming vear or so, 
in the matter of lapses, for there is no 
longer doubt in the minds of any of the 
forecasters that the market must some 
day reverse itself. The result of that is 
usually the squeezing out of the smaller 
investors—or rather, speculators—at a 
loss, meaning that many will not have 
the wherewithal to replace these bor- 
rowed funds and may be driven to the 
corner where they must even drop the 
balance of their equity. Thus the policy 
loan item and the surrender item point 
with interest to the future, as well as 
telling somewhat of the developments of 
the past two years. 


Detroit Life’s Figures 


The July 1 statement of the Detroit 
Life shows assets $8,697,590 compared 
with $7,624,872 the beginning of the 
year. Its capital and surplus now 
amount to $1,000,000, its insurance in 
force $76, 715,592, its new insurance for 
the first six months $8,871,116. Its pre- 
mium income for the first six months is 
$1,127,516. 





Grand Rapids Association Elects 


At the annual meeting of the Grand 
Rapids Association of Life Underwrit- 
ers, the following officers were elected: 
Dan H. Treleven, president (Massa- 
chusetts Mutual); Frank A. Beers, first 
vice-president (Mutual Life of N. Y.); 
H. J. Wolvlear, second vice- -president 
(Prudential); J. Leslie Livingston, sec- 
retary-treasurer (Franklin Life). 











Disability Speaker 




















JAMES FAIRLIE 
Vice-President and Actuary of Abraham 


Lincoln Life, Gives Suggestions to 
Agents on Writing Disability 
Benefits 


cian Life Holds 
Annual Club Convention 








The joint convention of $100,000 and 
$200,000 clubs of the Manufacturers Life 
at the home office in Toronto was at- 
tended by 250 members. 

At the banquet J. B. McKechnie, gen- 
eral manager, acted as chairman. The 
toast to the agency force was proposed 
by F. G. Osler and was responded to by 
A. Bergeron of Quebec. The toast to 
the company was proposed by J. B. 
Warnicker of Portland, Ore., and re- 
sponded to by E. S. Macfarlane, secre- 
tary. Great interest was taken in the 
announcement of the percentage of busi- 
ness written by the various branches in 
the “Spell It in Red” contest which was 
conducted during the previous month. 

The first business session was pre- 
sided over by A. Mackenzie, manager of 
agencies. The new rates which the com- 
pany recently announced were discussed 
by J. H. Lithgow, actuary, while F. S. 
McKee, Vancouver; G. A. Dixon, Ot- 
tawa and J. E. Code, Detroit, led the 
discussion from the agent’s point of 
view. 

On the second morning T. Sheard of 
the National Trust Company spoke on 
“Life Insurance and Trust Cooperation.” 
The session concluded with an address 
by W. H. Freda, branch manager at 
Cleveland on “The Science of Success.” 

The convention was brought to a close 
by an address by Mr. Mackenzie to the 
branch managers. 


Guardian Life Plans 
to Feature 70th Year 





The Guardian Life will put on extra 
steam next year owing to its 70th anni- 
versary. It will write about $85,000,000 
new business this year. It will aim to 
have in force on its anniversary, July 
16, $500,000,000. The Guardian Life will 
have its agency convention in New York 
in honor of this event. All agents who 
secure 70 applications or more during 
the agency club year will be given spe- 
cial attention. At the end of last year 
it had in force $416,973,305. It wrote 
in new ‘business last year $75,781,421. 
The Guardian Life is making substantial 
gains in every direction. Last year it 
almost reached the $70,000,000 in assets. 
It began business July 16, 1860, with 
$200,000 capital. 








Agents Advised 7 
on Disability 


James Fairlie Tells Points That 
Must Be Considered in 
Writing Coverage 


UNDERWEIGHT IMPORTANT 


Rail Splitters Club of Abraham Lincolp 
Life Holds Its Annual Meet- 
ing at Springfield 


valuable suggestions to agents 
in connection with the writing of total 
and permanent disability benefits were 
presented by James Fairlie, 
dent and actuary of the Abraham Lip. 
coln Life and a member of the special 
disability committee of the America 
Life Convention, in an address to the 
leading producers of that company at 
their convention in Springfield, II. last 
week. Mr. Fairlie reviewed the 
developments in connection with the dis- 


Some 


vice-presi- 





recent 


ability clause and the probability that 
many companies may have to change 
their disability benefit provisions and 


In taking up the 
standpoint he 


premiums as a result. 
matter from the agents’ 
said: 
Features to Be Considered 

“When you consider that when 2 
claim is incurred, the liability or present 
value of the payments which will be mad 
under Benefit No. 1 (remission of pr 
mium and monthly income) may 
large as the face of the policy and t re- 
membering that the annual premium for 
the benefit may be as low as $1.50, tt 
will be very evident that we have t 
exercise care in the allowance of t! 


be as 


benefits. Now what are some of the 
features which have to be considered 
Underweight, especially at the younger 


ages, owing to its being conducive t 
tuberculosis, is still the greatest cause 


disability. Companies have learned by 
experience that the disability rate * 
high with underweights, even thoug 


there is not another unfavorable featur 
shown in the application and eve! 
though the extent of the underweight 
may permit the life insurance benefit t 
be granted at standard premiums. 


Agent Can Do Underwriting 


“Only this year the medical director 
of one of the largest companies reported 
that formerly tuberculosis had caused 4 
percent of its disability claims but that 
this has been reduced to 15 percent, 8° 
ing as one reason their increased care 
the allowance of the benefits to light- 
weights. This is clearly one class % 
applicant where the agent, if he ‘ll only 
exercise reasonably careful observation, 
can himself do some of the underwriting 
in advance. It is particularly importam 
where, in addition, the applicant reports 
past personal history of such ailments 4 
pleurisy, chronic bronchitis, loss © 
weight or family history of tuberculosis 
If the case is a non-medical, with th 
agent completing Part II, he si yuld b : 
on the lookout for such features. In 2 a 
medically examined case the com 
may receive a report of such feat! 
rapid pulse and low blood 
which, coupled with unde rweig 
suggestive of tuberculosis or lack of re 
sistance to an attack. 


Mental and Nervous Diseases 





“Mental and nervous diseases form ? 
second large cause of disability . 
many of these cases are of especially 
long duration. This class is on the bee 
crease, while fortunately tuber ulosis 
on the decrease. Nervous bre: akiows 
or prostrations are dangerous 2 naa a 
(CONTINUED ON PAGE 
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Disability Up 
for Discussion 


Vice-President J. M. Laird of the 
Connecticut General Talks 
to Agents 


HISTORY OF MOVEMENT 


Declares That Unless Uniform Pro- 
visions Are Established Each State 
Will Act Separately 


The movement in favor of making dis- 
ability subject to standard provisions is 
coming in for much informal discussion 

the Connecticut General Agents con- 
vention at Hot Springs, Va. Vice-Presi- 
dent J. Laird, who is a member of 
the committee of actuaries appointed by 
the New York superintendent of insur- 
the subject last year in 


ance to study 
conjunction with the committee ap- 
pointed by the national convention of 


insurance commissioners outlined the 
situation as follows: 

“The use of standard provisions is not 
new. Every life insurance policy issued 
in New York must conform with ten 
standard provisions. Tor instance, a cer- 
tain cash value must be granted after 
three or more years. Dividends, if any, 
must be apportioned annually. Similarly, 
commercial accident and health policies 
must contain uniform standard provi- 
sions in force in twenty-one states. 


Do Not Cover Disability 


“The life insurance standard provisions 

fully cover the life insurance benefit but 
rs not go far enough for a modern dis- 
ability clause. The accident standard 
provisions do not apply to disability with 
life insurance if such benefit can under 
the law be classified as ‘a special sur- 
render value in case of total and perma- 
rent disability.’ This expression has 
been interpreted as permitting waiver of 
premium and payment of a monthly in- 
come of $10 (or in some cases $20) per 
thousand. 

“The modern disability clause has be- 
come a most important part of a life 
insurance policy. In fact, the aggregate 
disability payments may exceed the face 
of the policy. First one company and 
then another enlarged the scope of the 
benefit. Gradually life insurance com- 
panies found themselves doing an acci- 
dent and health business as an incident 
to life insurance. Unfortunately, how- 
ever, many companies did not fully real- 
ize that such a liberal disability benefit 
involved new problems in underwriting 





applications and in settling claims. The 
danger lay in granting accident and 
health iefits in the name of life insur- 


ance with ut fully appreciating how to 
handle an accident and health business. 


Committee Was Appointed 





Ear 1 1928 the insurance depart- 
ment ot York decided that the time 
‘ad ¢ to define the scope of ‘special 
surren alues for total and perma- 
hent disa It further felt that when 
the s had been defined, the disability 
benefit should be subject to standard 
Provisions. In this it was merely fol- 
‘owing the example already set in re- 
ert & standard provisions for the life 
,Urance benefit and for accident and 
faith insurance. In order to get the 
“iewpoints of variaus companies the 
commi ier held a hearing and then 
ai : a committee of five company 

'd'S_to propose standard provisions 
a oe ty benefit. 

' i/t 


nber, 1928, the National Con- 
Insurance Commissioners, 
(CONTINUED ON PAGE 26) 


vention of 





Insurance Bound to Grow 





Vice-President King of the Connecticut General Life 
Declares That the People at Large Now Appreciate 
the Benefit of Protection 





In his address to agents at the con-] untrained in business principles, could 
vention of the Connecticut General Life | take their insurance money and trans- 
at Hot Springs, Va., Vice-President | late that principal into annual income 
Walter I. King pointed out the inevit- | with sufficient astuteness and regularity 


to meet all of the demands of a growing 
family. So insurance companies gradu- 
ally took over the function of paying in- 
surance funds in installments over a 
period of years in an attempt to replace 
the regular income derived from the 
family’s bread-winner. 


ability of the growth of life insurance 
in view of the industrial changes 
through which the country has passed 
and is passing. He said in part: 

“There never has been a time in all 
of our economic history when insurance 
was a more vital factor in our financial 
stability than it is today and yet 
throughout all time it has played an 


; : } Industrial Change 
important part in the country’s growth. 


Still Is in Progress 


Broadly speaking there have been so 
far three phases in our industrial de- “We are now going through another 
velopment. Back in the late forties and | industrial change. Amalgamations of 


early fifties our population consisted of | all 
farmers who produced practically all of 
their requirements on their own farms. 


sorts are 
Corporations 
unit. 


taking place every day. 
are uniting into one big 
Chain stores have taken the place 


They raised their own food stuff, pro-| of the shop keeper and we are rapidly 
duced their own meats, wove their own . . ~ a . , 
- : becoming a nation of employees. We 

cotton and spun their own wool. When : : : oe 
are becoming a nation which is living 


they died they left their families a home 
at least, as well as the means of earning 
1 livelihood. The rest of the population 


upon its income. In fact, in many in- 
stances through installment buying, we 
aaaiaaal of independent laborers, artis- | 4% going further and living at the pres 
business and professional men in| ent time on our future income. Indi- 
who as a rule passed their | viduals and families are becoming so 
livelihood on to their | largely dependent on personal activities 

with their | that some means for the continuation of 
this income is needed agai inst the hazards 


ans, 
the villages 
own means of 
sons and spent their old age 
children. 





it faces. As a result of this, insurance 
Value of Lump Sum is growing as never before and the proc- 
Was Freely Advertised | ess of buying an estate on the install- 

| ment plan through insurance is becom- 


environment in which 
born. The advertis- 


| 
companies in the | 


“Such was the 
life insurance was 
ing material of most 
forties stressed the value of 


basis upon which our 
1 


ped, 


ing a fundamental | 


economic structure is being devel 


lump sum | Public Now Appreciates 


insurance to help in certain immediate Life Insurance Benefit 


needs. And yet even at that time insur- | 

ance was stressed as a means of guar-| “Even we who are in the business 
anteeing a continued income to the fami- are at times appalled at the figures 
ly upon the death of the insured. ‘Life | which represent its growth. Great as 
insurances in like manner guarantee to| these figures are, they indicate to me 
families and individuals an indemnity | that the public is just beginning to ap- 
for losing by death the income of the preciate the true function of insurance, 
insured, whether from salary, rent, prof- | i. e., to carry on where the insured fails 
its of industry, or of mercantile enter-| and to make certain those hopes and 
prise, upon which these families or in- | ambitions that are in the heart of every 


dividuals depend for their subsistence. | true man. In fact, insurance is so much 
Viewed in this light, so far from imply- of a necessity in our present day eco- 
ing a distrust of Providence, or an actual | nomic life that some one has said, ‘If life 
trifling with the boon of life conferred | insurance had not been invented in the 
upon us, they imply a just appreciation | last century, necessity would have given 
of the blessings resulting therefrom, and | it birth in this new social scheme. ; 
an upright and moral means of continu- “When we look at insurance from this 
ing them to our successors and surviv- viewpoint, i. e., as the guarantor of the 
ors.’ (From the proposal of the Pennsyl- | income upon which the public lives and 
vania Company for Insurance on Lives | is to live, then these figures are really 
and Granting Annuities, 1837.) not astounding and while it is never safe 
to prophesy, if the business is really 

going to fill its proper function, in 





Change in Environment Has 


Been Brought About surance must be written in even 
a ‘ . ereater amounts each year, and_ the 
Most of us remember the change in structure which you are building must 
our country from an agricultural coun- grow year by year until it becomes a 
try into a manutacturing one, and the frm foundation upon which our whole 
drift of the population from the farms ‘ial structure can rest 
and villages to the cities. With this | S°C%#! S'ructure © 
change there developed the small Agents’ Work Based 


manufacturer and the store keeper who 
made and sold to the population many 
of those goods which were formerly “The agent of today must base his 
made at home. In this transition, the ~_" of work upon these three facts: 

working man was taken away from his That in the short space of less than 
home and the family’s livelihood became | one ‘ina and fifty years, this nation 
more and more dependent upon his earn-| has changed from an agricultural nation, 
ing ability. If this ceased, then the] where the population produced for them- 
family’s income ceased and not being] selves their own subsistence, to a nation 
trained to produce their requirement on] of income producers and wage earners 
their own farms as their forefathers had, | whose very livelihood depends upon the 
the families had to depend upon estates | continuation of that income. : 
already created for their subsistence, or “9 That insurance, the only certain 
find other income producers in their own | method of guaranteeing the continuation 
family, or become objects of charity. | of income in event of disal yilitv or death, 


on Three Basic Facts 








Such a condition increased the need for] is an ever growing need of our social 
insurance many fold, and the business | structure. 

grew with what was then considered “3. The public in general is growing 
great bounds. It was during this period | more appreciative of this fact, and as a 
that installment payments of principal or] result will buy insurance in greater 
income imsurance was developed. It] amounts in the years to come than 
was too much to expect that widows, | they ever have before.” 





Big Society in 
Rerating Work 


Modern Woodmen Tells About 
the Plight That Was Con- 


fronting Members 


SOLVENCY WAS AT STAKE 


Ratio of Mortality Was Constantly on 
Increase Due to the Older 
Policyholders 


The Modern Woodmen of America, of 
Rock Island, Ill, organized in 1883 
with $1,697,700,000 


at the 


and 
insurance in force, 
session of its head camp rerated 
on a legal reserve basis the insurance 
in force written prior to July 1, 1919. 
The current issue of the “Modern Wood- 
man” gives complete information as to 
the change. The ratio of actual to ex- 
pected mortality has been steadily going 
up until in 1928 it reached 99.59 per- 
cent. The society has assets of $49,376, 
103 with a valuation ratio of 51.95 per- 
cent. In 1928 it received from members 
$25,743,621 and paid in benefits $26,134,- 
The following interesting comment 





629. 
is made: 


“The problem before the head camp 
was one of mortuary finance. It was 
really a very simple proposition. The 
society could not continue to pay out 
what it did not possess. It was as sim 
ple as that. It was not a new problem, 
[It has come up before, but in every in 


Stance the 


» attempt was made to stop it 
by way of 


compromise. The head camp 
of 1929 proclaimed to the world that it 
was through with compromise forever. 
It solved the problem finally and con 
structively by throwing all compromise 
into the discard and adopting rate sched- 
ules and plans which will not have to 
be revised and tinkered with by future 
head camps—rates which are actuarily 
sound and would put Modern Woodmen 
upon a foundation as solid as the rock 
of Gibraltar. 

Solvency at Stake 


The problem had to do with nothing 
less than the solvency of Modern Wood 


men. It was brought to the attention 
of the delegates that within recent years 
there has been a steady decrease in the 


ratio of solvency. This was not a matter 
of guess work. It was conclusively 
shown by the valuation required by state 
insurance departments. Deficits in re- 
quired reserves were ever increasing. To 


meet our current death claims valuable 
securities, in large amounts, had to be 
sold. Accredited examiners representing 


eight state insurance departments found 
that the total funds now in hand and 
invested would be entirely used up in 
the next three or four years if the pres- 
ent assessment rates were continued. 
“The problem was therefore one that 
had to do with the continuance of the 


society. They may discuss rates in the 
abstract as much as they choose, but the 
head _— faced the situation wherein 
all talk about future rates would be usc 
less if the present system was retained, 
because in the event of retention there 


because 
to talk about, 
Two 


societies 


would be no rates to discuss 
there would be no society 
save in the way of funeral oration. 
thirds of our fraternal insurance 
have already modernized their certifi 
cates. The head camp adopted new plans 
with many modern, up to date and pop 
ular features. It provided that women 
and children can become members, be 
ginning Sept. 1, 1929, thus enabling the 
society to offer whole family protection. 
irater 


“During the last ten years 58 
(CONTINUED ON PAGE 17) 
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for Conventions 


cago. 


preside at the bureau sessions. 


Two Organizations Plan 


Their Annual Meetings 
TO GO TO EDGEWATER BEACH 


Life Agency Officers and Life Insurance 


Sales Research Bureau Arrange 190 member 
group represented in any life insurance 
insurance in .force 
- f S gro -prese Ss re E 

The annual meeting of the \ssociation ooo oo up represents. mor hee - 

of Life Agency Officers will be held in} reserve life MISS 
conjunction with that of the Life 
surance Sales Research Bureau Oct. : 
31 at the Edgewater Beach Hotel, Chi- 


Frank H. Sykes, vice president of the 
Fidelity Mutual and chairman of the as- 
sociation, will preside at its sessions and 
James A. Fulton, agency vice president 
of the Home Life of New York, 


The program will include reports on 


In- | States and Canada. 


Miss Chlo Peterson Has 


Risen to Real Heights Joseph B. Thompson, Missouri super- 


2R- 


will | of the Business 
Kansas City, 





educational studies, 


to teach agents, 
tional departments, 


as educational helps, 


The association 


organization. 


9U per cent of 





started with that company 
as a young girl in the office, coming in | field in Kansas City. 


covering the sub-| from a country town. She was a so- 
jects of field schools, training managers | called “list” clerk and was paid $7 
the functions of educa- | week when she started. Later she be- 
discussion and| came secretary to President 
demonstration of the use of slide films| Grant. She went into war service and 
a report on the] returned to the office, taking up pub- 
investigation concerning a national ad- licity and literary work. She gets out 
vertising campaign for life companies. literature for agents, edits the agency 
now has more than bulletin and takes care of the publicity. 
companies, the largest | She is a past president of the Business 
& Professional Women’s Club of Kan- 
sas City and is now vice-president of 
Advertising Club of Kansas City. 


Peterson is one of the 


i » U et : ¢ 
in the nited business women of Kansas 


intendent of insurance, has 
John E. Higdon of Kansas 


Miss Chlo Peterson, publicity director | chief examiner. Mr. Higdon formerly 
Men’s (Assurance of | was examiner for Texas, but during the 
past ten years has been in the actuarial 








impresses all with her many charms. 


Higdon Is Chief Examiner 





ROM its inception the In- 

dianapolis Life has been a 

Purely Mutual Company, op- 
erated for the use and benefit of 
its Policyholders. There are no 
Stockholders. It can not be 
bought, traded or sold. During 
the twenty-four years of its life, 
the Company has been progres- 
sive and prosperous. It has kept 
the faith with its Policyholders 
and agents. It has lived up to 
its promises. It has furnished 
insurance at a very low net cost. 
Its dividend record is unexcelled. 
It has the confidence and respect 
of its competitors and the general 
public. It is still guided by the 
Officers who started the Com- 
pany twenty-four years ago. It 
has a loyal and faithful agency 
organization, and it is perma- 
nently established in its own 
home office building. 


In the future as in the past, the 
Company will keep within the 
lines of safe underwriting. It 
will indulge in no doubtful ex- 
periments. It will endeavor to 
keep quality, service and safety 
above mere size. 


Des Moines 
Dubuque 


1927 


TO SEPT. 


A SUCCESSFUL RECORD 


$325,000.00 
1,281,909.93 
2, 158, 315. 62 
2,344,449.12 
3,037, 135.59 


3,760,337.71 
4,451,264.48 
5,756,690. 86 
7,011,554.27 
8,655,788.49 


10,231,921.21 
12,021,820.06 
13,665,053.54 


15,532,346.26 

20,456,374.44 
27,006,018.90 
31,275,345.88 
35,236,427.74 


40,882,131.98 
46,628,369.17 
54,432,038.01 


64,065,397.61 


75,257,687.64 
1928 86,027,488.39 
1929 93 ,000 000. OO 


1Ow A 


The Company now desires to further organize this state. We give Managers or General Agents contracts direct with the 
Home Office for as much territory as can be profitably handled. 


SPECIAL OPENINGS 


Sioux City 
Waterloo 


Cedar Rapids 
Council Bluffs 


Burlington 
Mason City 


Tri-Cities Agency 


416-17 First Nat’l Bank Bldg. 
For agency contracts for the Tri-Cities territory 


Davenport, Iowa 


apply to HAROLD J. PLACK, Mer. 


Indi Illinois, Michigan, Ohio, Texas, Iowa, Minnesota, Florida and California 





Agency Opening 


Apply to Frank P. Manly, President 


Indianapolis Life Insurance Company 


INDIANAPOLIS, INDIANA 
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Tentative Program Ready 
for A. L. C. Annual Meeting 


CONSIDERED MOST COMPLET? 














































Wide Range of Discussions On Press. 
ing Problems of Business Promised 





by Committees 





If. H. Armstrong, vice-president LANS 
the Travelers, will speak befor yuncem 
American Life Convention at its anny ihe Gra 








meeting in Cincinnati the morning , nerged 
Oct. 7 on ‘The Home Office and J Mifincinna 
Agency Department.” range ( 

So important is the subject consid. Me that 
ered by the program committee ap ichigat 


executives of the organization that ty 
outstanding authorities on life insurane: 
agency problems have been requested { 
discuss his paper, E. S. Albritton, vice. 
president and manager of agencies {fo 
the Southern States Life, Atlanta, anj 
James A. McAvoy, president of th 
Central States Life, St. Louis. 

The program committee also ap. 
nounces that at the morning. sessio; 
Oct. 17, W. W. Jaeger, vice-presiden: 
and manager of agencies for the Bank. 
ers Life, Des Moines, will speak 
“What Shall We Do for the Agent Be 
side Giving ‘Him a Contract and Ra 


300k?” 
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temp! 
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Another Important Paper 





Mr. Jaeger’s paper is expected { © 
prove one of the real high lights of th 
annual meeting. He has given consit- The O! 
erable thought and study to problens man 
of training and selecting agents, and i n com{ 





that reason his address is certain to Igp’,000,00 
prove of more than average interes as upwa 
Two executives who have had much pre. Py 
successful experience in the agency eni f™ptio Nat 
of the business will discuss Mr. pe ¢ Consc! 
paper, J. J. Moriarity, vice-president the we 
Missouri State Life, St. Louis, and Ted MP 2 com: 
M. Simmons, manager United State: MP his st 
agencies, Pan-American Life, New Or Qbpeti 
leans. 

Leroy Lincoln, first vice-president ané 
general counsel of the Metropolita 
Life, will speak Oct. 17 on “Life Insur- 
ance and the National Business Struc- 
ture.” With the announcement of speak- 
ers for the Oct. 17 session the tentative 
program for the convention meeting i 
now complete, with the exception of 
gatherings of- the Legal Section, whic! 
will be held on Oct. 15. 

C. Petrus Peterson, general counsel 0 
the Bankers Life, Lincoln, Neb., chair- 
man of the Legal Section, and Walter 
H. Eckert, general counsel, Federal 
Life, Chicago, are putting the finishing 
touches on the general program for 
their section meeting. 

John M. Laird, vice-president, Cor- 
necticut General, chairman of the pre 
gram committee for the general meet- 
ing and the other members of his com 
mittee have worked hard in srapareiial 
for this year’s gathering. On the whole 
the program is perhaps the best bal 
anced ever presented. Every important 
modern life insurance problem will } 
discussed by men who are national! 
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recognized as authorities on the subject 9P"%.000 of 
assigned to them. ; out $15 
As usual, the annual golf dinner to € genera 








staged on the evening of Oct. 15, W! are q 
be one of the main entertainment fe? has be: 
tures. The annual golf tournament W! 9 ‘comm 
be held on Oct. 14 and 15. Prizes W While t! 





be awarded winners at the stag «inne 
The course selected is a aporty ne 









Owen West ‘Dies 


Owen West, 60 years old, for 
six years Kansas City manager fer . 
Loyal American Life Association ©! 
cago, died recently of heart dis 
was formerly manager of the F 
Aid Union at Lawrence, Kan 

F. J. Wottowa, special repres ntath 
from the Chicago office, has been tan. 
care of the business since Mr. Wes 
death. 
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idy 
leeting With the Chio National | to Retire From Company 
[PLETE OTICE FILED AT LANSING! HAS DONE EXCELLENT WORK | 
rn Press. arrangements Have Been Completed Western States Life Has Prospered and | 
omised for the Michigan Company to Be | Grown Under His Administra- 
Liquidated Soon tion as Chief 
ident LANSING, MICH., Sept. 5—An-| SAN FRANCISCO, Sept. 5.—There | 
ame wncement was made this week that | have been a number of rumors about 
" ial ae Grange Life of this city is to be | the sale of the Western States Life of 
rning of Merged with the Ohio National Life of this city. Recently President Marshall 
and I: Mincinnati. President N. P. Hull of the | C. Harris disposed of ‘this control but re- 
range confirmed the report today stat-| timed a substantial financial interest. 
consié. fe that there will be filed with the| For two years he has desired to retire 
ttee ani Michigan department a petition as re-| #5 2¢tive head of the company to devote 
that two Myired by law asking that the commis- | ial time to his various interests, espe- 
nsurance MBoner approve the contract of consoli- | ~ ye dredging. and tug concern in 
ey “in : . * ‘ | San Francisco, which is the largest on 
‘0 Mtion which has been ratified by the] the coast. He is 62 ve: Tee 
ON, Vice Miectors of both companies. The deal | jerive and ; pln doh = — 
ncies for ec — . . oe 7 active and in excellent health. He has 
nta. anipgpomtemplates the Ohio National taking | asked that the board of directors relieve 
of th mere? the assets and liabilities of the | him as president at their early conven- 
: brange Life. The latter has about $26,- | ience. There is the utmost harmony in 
Iso ap. qget.000 insurance in force and assets of | the company and Mr. Harris will be in- 
seal hout $4,000,000. Its capital is $200,000 | terested in its activities even when he 
president fimed its last statement showed net sur- | retires as president. 
Sees a a ae oe 
cent Be. fapver the agency organization. | He became associated with the West- 
‘nd Rav ME The Grange Life started business in| ern States Life as a director in 1910, 
arch, 1915, and has been successful in; the year the company was organized. 
: soperation. Last year it paid a divi- | H. J. Saunders was made president in 
nd of 20 percent. | 1918 and at that time Mr. Harris was 
ected t a a a | elected first vice-president. In 1919 it 
ts of the | started paving dividends to stockholders. 
consid. The Ohio National Life is one of the | It has kept up its record quarterly ever 
oroblens i] managed and successful midwest-| since . The par value of the shares was 
and fx (aga companies having assets of over| but $10 but today sales are made run- 
rtain to [0,000,000 and capital of $500,000. It] ning from $60 to $65. Mr. Harris was 
interes: Maes upwards of $75,000,000 insurance in| chosen president in July, 1925. He has 
id much prce. President T. W. Appleby of the | served the company faithfully and most 
sncy ent btio National is conceded to be one of | conscientiously. He has brought it to 
Jaeger: Magee conscientious, high grade executives | its present position of excellence It has 
resident the west. He is ambitious to build | developed a splendid business and _ its 
and Te(faggp acompany of quality and has rallied | organization is composed of men of su- 
1 States his standard producers of splendid | perior mold. 
Jew Or §perience. The official personnel of the | 
Dhio National Life is a guarantee of | 
dent and MBs able management. Secretary S. J. | Schenk Elected as Head of 
ropolitas Mpashill is a University of Michigan man ° ’ 
e ‘lene id majored in actuarial science there. | Provident’s General Agents 
s Struc- pin H. Evans, the actuary, is also a 


of speak- juate of the University of Michigan 
tentative 
eeting is 
ption of 
n, whic! 


me office of the Equitable 
wa. E, E. Kirkpatrick, the agency 
ad, has had a long experience in the 
ld, having been trained in the home 


yunsel of Mence of the Union Central Life. The | 
»., chair- Mther officers are regarded as very com- | 
| Walter The Grange Life feels that it is | 
Federal unate in being able to link up with 
finishing Ho an outstanding company. 
ram for [The Grange Life, while a relatively 
ung company, has established a good | 
nt, Con- ume of business, confined practically 


ly to Michigan, where it has an 


the pro- : 
MCensive 


al meet: agency organization. The 
his com- #0 National Life already has about 
-paration 78% Michigan policyholders with about 
e whole, 95,000,000 insurance in force, while the 
yest bal Mange Life’s business is considerably 
nportant MP excess of that figure. With the acqui- 

will be of the Lansing company, the Ohio 


ational! tonal will have approximately $100,- 














ubjects "000 of business and assets totaling 
ut $15,000,000. Mr. Hull said that 
rer to © general policies of the two compa- 
15, W ‘S are quite similar and that this fac- 
ent fea- HP has been considered by the directors 
rent wi MP tecommending the sale. 
sw While the main office will, of course, 
inne’ MK Témoved to Cincinnati, it was said 
ne at a Michigan branch will be main- 
ined here and the interests of the 
range Life policyholders will be | 
vast (ned after by part of the old organi- 
oath ®. It is probable that Mr. Hull 
of Cl “Temain as Michigan manager. W. 
se. H Byrum supervisor of agencies for 
ter : crange Life, will probably go with 
a * Yhio National Life organization as 
ne: ’ at t to the agency manager. 
a “mmissioner Charles D. Livingston 


° Montreal, where Michigan exam- 





erved two and a half years at the | 
Life of | 


President Harris Plans 





Paul Schenk of Greensboro, N. C., was 
| elected president of the Provident Mutu- 
- Life general agents’ association at its 
annual convention. Mr. Schenk succeeds 
Nathaniel Detroit 
| pacity. 

| Leonard Ellsworth, of 
named vice-president with Boyd M. 
| Ogelsby, of Pittsburgh, as secretary- 
treasurer. Robert E. Morgan, Cleveland, 
| was elected auditor. 

More than 100 general agents of the 
| Provident Mutual Life attended the 
pee which were devoted to the 
| 
| 
| 
| 


Reese of in this ca- 


Chicago, was 


topic of agency building by means of 
increasing the number and efficiency of 
personnel, and at which a number of 
speakers gave addresses, including M. 
Albert Linton, vice-president; Franklin 
C. Morss, manager of agencies; Ed- 
ward W. Marshall, actuary; Dr. Herbert 
| Old, assistant medical director; James 
H. Cowles, assistant manager of agen- 
Henry Bossert, Jr., of the statis- 
tical department; Charles A. Tushing- 
ham, educational director, and Nelson 
A. White, of the advertising department. 


cies; 


Permits Juvenile Insurance 


The last legislature in Colorado passed 
a law which legalizes the writing of in- 
surance on a child 1 year old, it being 
| permissible to increase the amount each 
year up to 10, when the amount is “un- 
limited.” 











iners are winding up an examination of 
the Sun Life, and it is improbable that 
he will be able to give consideration to 
the petition for approval for a fortnight 
or more. 
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THE 


Where will you be in the insurance 
world ten, twenty, thirty years from 
now? 

Will you own a prosperous Gen- 
eral Agency, or still be among the 
ranks of field men yet out on the 
firing line? 

PILOT LIFE has splendid open- 
ings for General Agencies through- 
out the South. 


PILOT 











T. D. BLAIR, 
Agency Manager 


PILOT LIFE | 


Insurance Company 
Greensboro, N. C. 
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Goldman-Sachs Deal Still 
Is Shrouded in Mystery 


oe 


MUCH INTEREST ON COAST 





Men Involved for Most Part Refuse to 
Comment on Reports Regarding 
Securing of Companies 





SAN FRANCISCO, Sept. 5.—Al- 
though rumors persist in California that 
the Goldman-Sachs Trading Company, 
which recently entered the state by ob- 
taining substantial increases in many 
corporations, has purchased large inter- 
ests in the Western States Life and the 
Pacific Mutual Life’s various subsidi- 
aries, through a new organization, the 
Pacific American Associates, formed re- 
cently in conjunction with the Hunter- 
Dulin and Bond, Goodwin & Tucker 
investment houses, Frank L. Taylor, 
president of the new consolidated or- 
ganization, has refused to comment 
upon any phase of the reports. 

The report is current that the West- 
ern States Life, Pacific Mutual Life, 
Pacific American Fire, Pacific Indem- 
nity and, through Bond, Goodwin & 





Tucker, the Associated insurance com- 
panies, are all a part of a gigantic pro- 
gram of expansion and consolidation, or 
at least a general financial plan which 
will place these companies under one 
large managerial institution. 


Phillips Denies Change in Control 


Lee A. Phillips, who is vice-president 
of the Pacific Mutual Life and president 
of the Pacific Indemnity and Pacific 
American Fire, and.O. Rey Rule, a di- 
rector of those companies, are among 
the directors of the Pacific American 
Associates. Mr. Phillips stated last 
week that some of the merged corpora- 
tions are stockholders of the Pacific 
Indemnity and Pacific American Fire 
but that they are not controlling stock- 
holders and that there is no change in 
the control of those companies. 

Those reported to be involved are for 
the most part extremely reticent about 
the present movement and some prin- 
cipals express a lack of knowledge of 
the proceedings. It was reported a few 
months ago that Goldman - Sachs, 
through an active San Francisco house 
now closely affiliated with that firm, had 
purchased the holdings of President 
Marshall Harris and Vice-President 
Crothers of the Western States Life, an 
accompanying report being that those 
officers would retire from active control 


- 
oo 





of the company about the first of the 
year. However, as far as can be ascer- 
tained, the entire situation is clouded in 
secrecy. 


Ohio National Life Honor 
Club Holds Convention 





The Builders Club of the Ohio Na- 
tional Life held its annual meeting in 
Chicago last week. C, H. Kahn, acting 
president of the club presided. 

President T. W. Appleby told the 
agents that he believed initiative was 
the prime factor in the success of a life 
underwriter, and that initiative is no- 
where of more importance than in 
maintaining a prospect file. Mr. Kahn 
told how he kept up his file and how 
he always gets complete information 
about a prospect before he calls on him. 
He is then able to talk to the prospect 
intelligently and suggest an insurance 
program to fit his needs. He is thus 
able to put over the first interview, 
which in a majority of cases, makes or 
breaks a man. 

A number of agents presented their 
views at the round table discussions 
which were devoted to solving the prob- 
lems that a life underwriter meets in his 
daily work. 
































NEW YORK agency 

wanted to open for 

business on the Mon- 
day morning following ap- 
pointment. Telegraphic order 
for supplies — applications, 
stationery, advertising ma- 
terial, etc., all imprinted— 
was received at 11:30 Satur- 
day morning, one hour be- 
fore our quitting time. 


We put the problem up to 
our Supply Department: Can 
we equip this agency by 
Monday morning? e an- 


swer was, “We'll try!” 


At 1:30 that afternoon requi- 
sitions were completed. The 
entire force worked steadily 
all afternoon and evening, 
voluntarily sacrificing their 
half-holiday plans. When fin- 


ished it was too late to secure a wagon to haul the 
material to the railroad station. Two employees had 
cars and these were both loaded to capacity. One 
broke down. Its contents were unloaded and car- 
ried to the railroad station a mile away, reaching 


CONTINENTAL CASUALTY COMPANY 
CONTINENTAL ASSURANCE COMPANY 


CHICAGO 


LITTLE STORIES FROM 
THE FILES OF A GREAT 
INSURANCE INSTITUTION 














ILLINOIS 





there at 10:45 P. M. The 
material was checked in 
and loaded into the last car 
for New York. Our em- 
ployees watched the ma- 
terial safely in the cars be- 
fore going home. 


The supplies arrived and 
were delivered to the new 
agency on Monday morn- 
ing in time for them to 
open for business. 


Such service, carried 
through every department 
of our organization, 
means much to any 
agency. It is evi- 
dence of Home 
Office understand- 
ing and appreciation 
of an agent’s prob- 
lems and of a will- 
ingness 
to cooper- 
ate with 
each and 
every 
agent at all 
times, re- 
gardless of 
time, effort 
and money 
involved. 








Warns of Investment 
Trust Speculat, 








IS STUDIED BY 


“ANNALIS; 


Financial Expert Sees Danger Aheaz j, 
Those Going Heavily Into 
Present Stocks 



















NEW YORK, Sept. 5. With wig 
spread and growing interest in inye: 
ment trusts, including those dealing 
insurance shares, it is of some inter 
to note the words of warning contaix 
in the columns of the “Annalist” for jx 
week, the weekly column on finance: 
markets giving considerable attention ; 
this item. Investment trusts have } 
come an important factor on the mar 
of late, numerous new entries and yagi 
increased activities of old units putti 
this type of investment offering to 
fore. Their purchases of stocks ha 
been heavy and it is this phase of the 
activity that has called forth the cop 
ment of the “Annalist’s” critic—with 
word of caution for the future. 1) 
article said in part: 
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Buy Common Stocks 


“With the stock market at such a hig 
general level it is interesting to consid 
the position of the investment tru 
These companies are, most of then 
dedicated to the principle that comme 
stocks, if purchased in sufficient divers 
fication, are better long-term investmen 
than bonds. And it is assumed that thy 
natural advantage of stocks over boné 
will be increased by the management ¢ 
men skillful and experienced in the seler- 
tion of securities. 

“Yet, if we can take the word q 
brokers and newspaper financial writes 
these same investment trusts have be 
buying stocks heavily in recent we 
Indeed, they are often given credit i 
being the chief force behind the advance 


“Something Is Amiss” 


“Something is surely amiss here. They 
investment companies, if they are, indeed 
well managed, cannot be making long 


term commitments in common stocks amt shoul: 
this level. Prices have been advancing Mould | 
for eight years and are now, in mat he is ma 
instances, higher in relation to earning glory in 
and dividends than ever before. Yates sa 

“The fact is that a number of theq lations! 
companies, although organized originaligg Sa". 
for long-term investment, have shift Saancial 
their emphasis to shorter-term specu! him solv 
tion. They are entering the present ma Vies 


ket in the belief that they will be ag 4 yw 





to perceive signs of a coming declog§ pi... 
far enough ahead of the general run @% i... 4.. 
traders to be able to liquidate their hol, oj. 
ings. every ma 
Some Will Lose i ‘t 

“That the more skillfully manage other to 
trusts will be able to get out in timg§? stoppin 
there can be no doubt. But it is likewig Mr. Hos 
certain that all cannot sell at the top. 4 ™ve a 
good number will be left high and dqgj ould o1 
when the tide of speculation finally turf Should n 
out again. This is the danger that mgg “at inst 
grown out of the shift in the trust vier i "lop un 
point from long-term investment "¥j “art the 
short-term trading.” A. H 
lor havi 

eee He said 
Buffalo Life on New Basis petty i 
Changing policies of the Buffalo L* apt 
Association, formerly the Masonic bj ,: > or 
Association, will involve some 8,000 ho’ 504°. 
ers, according to Nelson O. Tift# ae to 1° 
president. This company, like other *# i; thes 
sessment companies, is now taking st! ¢¢ miro 
to raise rates of members who Jom oy. 
prior to 1919. In some instances nt? greater 
rates are more than five times as "Hy: vis 
as the old, although this is a very ™ when 
treme example, it was said. Special rer and co ' 
resentatives of the company are calling” 1S ™ 
on all policyholders to explain "MH "c seac! 
change and the reason for it, and theej™ . "ome 


Imcome ; 
Man sh 





are few cancellations of insuranct 











was said. 
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Need for Zeal 
in Sales Work 


John W. Yates of Detroit Points 




























Out the Value of 
Into 
Enthusiasm 

With wid a, W. HOGUE A SPEAKER 
11) inves 

dealing 

ne intere@Mvailuable Points Brought Out in Ad- 
y Contain 


dresses Before the Business Men’s 


st” for hg 
n finane Assurance Convention 
ttention y 
; have hk 
the mark@i™ John W. Yates of Detroit, state man- 
and vasifer of the Massachusetts Mutual Life, 
A 7 addressed the Business Men’s Assurance 
ocks haymstar salesmen at Charlevoix, Mich. He 
se of thalfnow has the fourth general agency in 
_ the com the country in point of production. 
a When he went with the Massachusetts 
Mutual in Detroit six years ago it was 
the twelfth, Mr. Yates said a life in- 
, surance salesman must have a burning 
— ambition to succeed in his work. Self 
nt trond satisfaction, he declared, is a great foe 
of thengmtoachievement. A man must be willing 
t commeiito pay the price of success. It is not 
nt diveraman easy road. Mr. Yates said that one 







cannot acquire the fine things of life 
unless he is willing to work for them. 

The mental attitude of an insurance 
salesman, he said, counts far more than 
his mental capacity. While lack of in- 
formation is ignorance he said lack of 
action is laziness. The man who wins 


ivestmeny 
d that thi 
ver bond 
gement 
the selee 


—_ is the man who does. Now that the 
have besa rst hundred billion of life insurance has 
nt weekmm been written salesmen should get the 
credit iat 200,000,000,000 vision. Mr. Yates’ 
> advan Utged agents to organize their inner 
selves. Every man should appreciate 
e his capacity and should have a definite 
re. Them ?’an. He should not make life insur- 
re, indedgmg ce soliciting a drudgery. Life insur- 
ing longa nce work he said should be made fine. 
stocks a lt should become enjoyable. An agent 
advancigmg Mould realize the great contribution 
in mag ce is making to the world. He should 
_ earning Sry in what he is accomplishing. Mr. 
"BM Yates said that life is a series of inter- 
of them ttlationships. If the death of a man af- 
originalgm *cts any of these relationships in a 
e shift Mancial way life insurance can help 
specu tim solve his problem. on 
sent mat Vice-President Hogue Speaks 
: ys A. W. Hogue, vice-president of the 
if “ga Business Men’s Assurance, declared 
oie hol that there should be no point at which 
reir RO“ a man is satisfied to stop. He said that 
every man should have an objective but 
when it is reached he should have an- 
manage Other to strive for. If a man establishes 
in tim Me pping point he will no longer grow. 
: likewisgg “Ir. gue said that an agent should 
> top. A have a blue print of his plans. He 
and dom should outline his course definitely. He 
‘ly ture should not work haphazardly. He said 
that haf that insurance companies will not de- 
ist view#g "lop unless they have a program and 
ment tim Chart their way. 
_Mr. Hogue emphasized the necessity 
lor having the right mental attitude. 
He said that the man who worries over 
sis petty things and allows small happen- 
“Jo Lig "8S to bother him will continually be 
ole L' m trouble. He urged men to get out 
00 holt 2 2 Broove if they are walking along a 
Tila fred way. When a person is unwill- 
ther af 28 to listen to constructive ideas, even 
1 stem °,"t means a change in plan, it is a sign 
. soined of retrogression. Mr. Hogue urged 
~es nef @smen to associate with men of 
as higify eater experience. That will broaden 
ery & their vision and scope. He said that 
cial rem when a salesman thinks he knows it all 
as and is not willing to learn any more he 


the "8S reached the stopping point. 
rt ther , me men he said get a comfortable 
ance, ‘Mg “COme and think it is big enough. A 
man should never be satisfied if he can 











WILLIAM M. MORRIS 


William Macgregor Morris has been 
elected vice-president in charge of ac- 
tuarial and underwriting activities of 
the Atlantic Life of Richmond. A native 
of Scotland, Mr. Morris has had a wide 
actuarial experience in that country as 
well as in Canada and the United States. 

He goes to the Atlantic from the 
Guardian Life of New York, where he 
was associate actuary. 








heetions Reappointed as 
Missouri Department Head 





Governor Caulfield of Missouri has 
reappointed Joseph B. Thompson of 
Kansas City as superintendent of insur- 
ance for a four-year term ending July 
1, 1933, or until his successor is named. 
Mr. Thompson was named superinten- 
dent last March to fill the unexpired 
term of Ben C. Hyde, who had re- 
signed because of ill health. 

Governor Caulfield delayed renaming 
Mr. Thompson until the effective date 
of the act which increased the salary 
of the superintendent from $3,000 to 
$6,000 a year. All fees heretofore col- 
lected by the superintendent for receiv- 
erships, services on boards in connection 
with reinsurance deals, mergers, etc., 
now go into the state treasury. For the 
past seven or eight years the $3,000 sal- 
ary plus his personal fees has netted 
the Missouri superintendent from $5,000 
to $6,000 a year. 


Peoples Life Agents Meet 


Over 125 life insurance representatives 
of the Peoples Life of Indiana met at 
the home office in Frankfort last week 
for the annual agency meeting. Lead- 
ers in production from the nine states 
in which the company operates attended. 
Arthur Louette, agency director, ar- 
ranged the program. 

Commissioner Clarence C. Wysong of 
Indiana, and Mansur B. Oakes, presi- 
dent of the Research & Review Service 
of Indianapolis, were on the program. 
Oliver C. Miller of Iowa, general agent, 
also spoke. 


bigger than the business he creates. He 
should always be willing to improve his 
knowledge of his own business. Mr. 
Hogue said that at the home office all 
the salesmen are rated according to their 
degree of excellence, faithfulness and 
capability. It should be the ambition 
of every salesman, he said, to get in the 
highest class because it is from this 
group that promotions are made and the 











talarge his orbit. He should always be 





greatest favors are granted. 











M odern policy contracts 






I nterest earnings high 






D ividends above ordinary 






L. ow management cost 






A mple field assistance 
N ever contested a death claim 
D isability double indemnity 

































M ortality exceptionally low 
U nderstands field problems 
Trusteeship held sacred 

U seful educational courses 
A nnual health service 

L_ ow net cost 
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THE MIDLAND MUTUAL 
LIFE INS. Co. 


Established 1906 
COLUMBUS, OHIO 


Assets over $17,000,000 In force over $105,000,000 
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New York Life 


. Directors 


The success of any Company is primarily a matter of 


management—that is, of MEN. Following is a 
list of Directors, New York Life Insurance 
Company, the most recently elected 
being Calvin Coolidge: 


LAWRENCE F. ABBOTT..... Director Valentine & Co. 
EE eS Manufacturer 
le ie Hees cess ohosdevbweteveorts Textiles 
CORNELIUS N. BLISS......... Commission Dry Goods 


MORTIMER N. BUCKNER | Chak ye Agee 


ee ee Vice-President 
{ Pres’t Columbia Uni- 
NICHOLAS MURRAY BUTLER } versity 


CALVIN COOLIDGE eee as the United 


GEORGE B. CORTELYOU. .Pres’t Consolidated Gas Co. 


WALTER W. HEAD...... Pres’t State Bank of Chicago 
a fle Be 1 eS . Se Insurance Manager’ 
ALBA B. JOHNSON.......... Retired, Philadelphia, Pa. 
PERCY H. JOHNSTON Pres’t Chemical Bank & 
Trust Co. 
WILLARD V. KING Seen CES, eee, Seg 
Pe: By TET Oo 0. nn kin S ceviceecsccse President 
RICHARD I. MANNING. Farmer, Columbia, So. Carolina 
DERE Gi. TATE en ov cee ecctcsvsessesecdones Lawyer 
GERRISH H. MILLIKEN...... Deering, Milliken & Co. 


FRANK PRESBREY...Frank Presbrey Co., Advertising 
JOHN J. PULLEYN.Pres’t Emigrant Ind. Savings Bank 


Fleming H. Revell Co., Pub- 
FLEMING H. REVELL { Sdeenn 


Chairman of Executive 


Committee, Continental IIli- 
GEORGE M. REYNOLDS ) nois Bank & Trust Co., 


Chicago 
HIRAM R. STEELE. .Steele, DeFriese & Steele, Lawyers 
JESSE ISIDORE STRAUS. Pres’t R. H. Macy & Co., Inc. 


{ Ridley Watts & Co., Dry Goods 


RIDLEY WATTS..... Gemenfoctien 





NEW YORK LIFE INSURANCE. COMPANY 


MADISON SQUARE, NEW YORK, N. Y. 
DARWINP. KINGSLEY. . . . President 


TAXUTANUTAXNU ANU AX ext ext 





TAX NaN Yaxtaxi vant) 


TEXAN TANTO O TAN AN. 


UY? \ilr Wee WEE? WE? 


aN aX ex 














Tat aN a\itvant 


TAXUTANN TANIA TANI TON ANNAN ANTON 


Ul WLI EN tr WEEE 


TYAN axitVa\ vax Yaxt vax 


Quinn we 


PANTONE TAN TANT ANTONE ANN TANU TON AN OXY 


TANT ANI aN vat vext 


avi aviiey 








Connecticut General Has 
Its Agency Convention 





MEETING AT HOT SPRINGS 





Insurance Commissioner H. P. Dunham 
of Connecticut Gave a Talk on 
“Life Insurance Today” 





Approximately 400 field and home of- 
fice representatives of the Connecticut 
General Life are attending a three-day 
convention at Hot Springs, Va. 

President Robert W. Huntington de- 
livered the address of welcome and Vice 
President Walter I. King presided over 
the business meetings. Howard P. Dun- 


ham, Connecticut insurance commission- 
er, gave a talk on “Life Insurance To- 
day.” 


George W. Finn of Wilkes-Barre 
made the response of greeting for the 
agents. Hugh Kemp of Philadelphia 
chose “Stimulating Production” for his 
subject. The topic, “Practical Prospect- 
ing and Selling,” was handled by Charles S. 
Merriam of Springfield, George R. Hassen- 
plug of Wilkes-Barre and Thomas 
O'Berry of Raleigh, N. C. Stuart F. 
Smith of Cleveland talked on “Estate 
Planning” and R. Spencer McClure, Jr., 
of P hiladelphia on “The Personal Quali- 
fications of a Successful Agent.” 

Milton D. Pomeroy of Springfield and 
Clifton I. Reading of Providence spoke 
on “Increased Sales Through Income 
Selling” and Douglas T. Smith of Hart- 


ford on “Trust Settlements as an Aid 
to Selling.” | 
Vice President John M. Laird spoke 


Trend of Disability in Life In- 
surance.” Attorney Claude H. Voorhees 
talked on “Principles an Agent Should 
Know” and George A. Bredehoft, field 
service supervisor, on “Income Plan- 
ning.” 


Two Hundred Thousand Club 
Shows Big Gain in Power 


on “The 





The New York Life announces the 
membership of its $200,000 Club, there 
being 846 members. Its paid insurance 
during the club year amounted to $198,- 
166,793, a gain of over $20,000,000 as 
compared with the previous year. B. 
H. Mason of Louisville secured 233 ap- 
plications for $346,181 insurance. H. G 
Mickle of Detroit secured 209 applica- 


tions for $309,375 insurance. Joseph 
Kesten of New York City had 114 ap- 
plications for $321,000 insurance. Others 


follow: Meyer Mikelbank of New York, 
92 applications, $353,500; Clyde L. Pitt- 
man of Seattle, 197 applications for $314,- 
754; J. P. Mendonca, of Stockton, Cal., 
172 applications for $355,975; F. J. 
Jansky of Green Bay, Wis, 178 ap- 
plications for $308,000; Harry Maybrook, 
of Chicago, 146 applications for $316,- 
500; W. E. Manning, of Nashville, 124 
applications for $304,407; W. A. Sherrill 
of Atlanta, 107 applications for $309,593. 


COOLEY WITH UNION CENTRAL 





Well Known Life Man Becomes Gen- 
eral Agent for the Company at 
Providence 





The Union Central Life announces 
the appointment of Ralph W. Cooley as 
general agent at Providence, R. I. Mr. 
Cooley has had 17 years’ previous ex- 
perience as a life insurance man, having 
joined the Travelers in 1912 as agent. 
During his connection with that com- 
pany from 1912 to 1919, he rose to be 
assistant state manager. In 1919 he 
joined the Aetna Life and was made 
agency manager, becoming’ general 
agent in 1926. Besides being a well- 
known life insurance man, he is a di- 
rector of the Rhode Island Life Under- 
writers Association. 

L. E. Whalen has been appointed gen- 
eral agent for the Union Central in 
Spokane, Wash. 











Action of Modern Woodmen 
Head Camp Upheld by Cour 





COOK COUNTY JUDGE RULB 





Decision Expected to be Final in Othe 
States Since Fraternal is IIli- 
nois Corporation 





The new rates and forms of certis. 
cates adopted by the head camp of th 
Modern Woodmen of America hay 
been upheld by the circuit court of ( 
county, Illinois. 

Judge W. V. Brothers, after hay; 
heard extended argument for two da 
by attorneys representing the complaip. 
ants as well as the society, entered 
decree. Complainants at Chicago repre. 
sented members in Beatrice, Ne 
Springfield, Ill, and Minnesota. 

Since the Modern Woodmen of Amer. 
ica is an Illinois corporation, the de 
cision is expected to be final. Tempo. 
rary injunctions to restrain collecti 
under the by-laws of the fraternal whic 
have been obtained in Nebraska ané 
Minnesota, are expected to be dissolve 
because of Judge Brothers’ ruling 

Upholds Recent Changes 


The court decree upheld the recen 
changes in by-laws and articles of th 
Modern Woodmen. It said the increas 
is equitable and fair and the rerating 
of members is reasonable and necessar 
and that it did not impair any contract 
It further held that the society has no 
attempted to transfer any money fo 
purposes prohibited by its articles of a 
sociation; that the new plan of opera 
tion does not create separate classes 
membership nor deprive any me 
from continuing membership upon 
terms with other members. 

The repeal of the former 70-year dis 
ability benefit and the substitution 
other benefits was fully sustain ed. The 
court also upheld the plan that insu: 
ance issued to members prior to July! 
1919, should be valued on the accumule 
tion basis serving each certificate holder 
with his contributions and interest ant 
charging him with his share of the death 
losses 
ence of the society from year 
where such members do not 
their insurance to the level 
plan. 





according to the actual exper: 
to year 





Other Points in Decree 


The court also said the by-laws 
adopted in June, 1929, placing the tre 
ternal on a solvent basis are justified. 
The decree confirms the grentin g ot 
paid up insurance or cash withdrawal t 
members who are 70 years of age & 
over. In conclusion it said that the se 
lution of the entire fan: Sage was not 


















only legally accomplished and _bindin 
upon members affected but that te 
plans are fair, equitable and just to # 
concerned. 


DO NOT ACCEPT DECISION 


BEATRICE, NEB., Sept. 5 
men for the insurgents in th: 
the Modern Woodmen in Nebraska 54 
that the claim of Woodmen hea 
that the decision of the circuit 
Chicago upholding the rate 
adopted at the recent meeti: 
head camp is binding upo! 





state jurisdictions is not well ‘founded 

law or in practice. The temporary ™ 
junctions issued by the Nebraska cour 
are still in effect, and will remaim ~) 
until the court of last resort has pass‘ 


upon the issues. The Nebr sk es 
gents sent lawyers to help the I] linot 
group in the Chicago court hearing, and 


the supren 





will join in an appeal to t 

court of that state. They insist, how: 
ever, that this does not constitute ° 
waiver of jurisdiction. or subject ™ 
members in Nebraska to any decis! 
even of the Illinois supreme court. 
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September 6, 1929 
Illinois Honor 
Agents Gather 





President Stevens Deplores Dis- 
ability Experience at $100,000 
Club Meeting 


TRUST OFFICER TALKS 


Agents Take Part in Interesting Pro- 
gram—Prizes Awarded for Con- 
servation of Business 


President R. W. Stevens of the Illi 
is Life told the members of the com- 
pany’s $100,000 Club at their annual 
meeting last week in Chicago, that he 


would like to see all the companies get 
together and abolish the disability clause 
in life insurance. He said that it had 


been forced upon all the companies by 


competition and the majority of them 
are now sick and tired of the poor ex- 
perience and the complications that have 
followed 


He said that total disability introduces 
an uncertain factor of life underwriting, 
formerly either a man was dead or alive; 
but now with exception of the regular fac- 
tors like the loss of limb or vision, there 
is no standard definition for total dis- 
ability. That uncertainty creates ill will, 
because if a claim is not recognized 
by a company, the claimant naturally 
knocks that organization and the agents 
1 the vicinity feel the affect of the ad 
verse publicity. 

President Stevens urged the agents not 

to feature disability insurance in selling 
life insurance and to use it only in 
cases where the competitive factor en- 
ters in. 
_Hugh T. Martin, insurance trust of- 
feer of the Foreman Trust & Savings 
Bank, gave a talk describing the co-op- 
eration of a trust company with a life 
msurance agent in handling life insur- 
ance trust. Mr. Martin said that the 
bank co-operates with the agent; it is 
not interested in any life insurance com- 
pany or any agency, but gives the serv- 
ice to the client and the agent without 
charge. It regards the service as simply 
a part of its trust company duties. 


Does Not Recommend Agent 


\ typical case was described by Mr. 
Martin rhe agent interests the client 
and then requests the trust company to 
survey the client’s estate. An interview 
'S arranged without the presence of the 
agent The client is asked for his life 
msurance policy and recommendations 
are made. The bank then recommends 
whatever dditional dife insurance it 
deems desirable. Sometimes this may be 
‘ow, but in a recent case the amount 
Was $645,000. The bank never mentions 
name, but advises the client 
C lls agent or broker. 
Mr. Martin said that a life insurance 
trust doc s not result in quick business 
decauuse the survey may require some 
“me, and recommendations in regard to 
arrangemi ts of the estates may have 
oe wt carried out before the correct 
mount oft life insurance can be recom- 


any age: S 
to call in |} 


nended } 
mended i wever, the bank is a be- 
hever in life iy anc ici 
ver in } surance and the policies 
sometimes are large, 
R. B. Daniels Presides 

Tt > anneal . 
*. ‘© annual convention was held at 
the home of P ; j 
Rebert hee on Lake Shore Drive. 
\obert Daniels, general agent for 


Ew phony tie ere Mr. Daniels said 
bPresidency oj th ‘I i yoy Re Fae 
Bto double hy; " club, but had promised 
Bthe year any Personal production for 
; year and won the presidency in ac- 
complishing that aim. . 
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Acts as Chairman 





T. G. MeCONKEY 


T. G. McConkey of Toronto, general 
manager of the Canada Life, will be one 


National Convention of Insurance Com- 
missoners meets in his city in conjunc- 
tion with the Association of Insurance 


inces. Mr. McConkey 
man of the committee on 
arrangements. He is one of the fore- 
most company officials in the Do 
minion. He served as president of the 
Canadian Life Officers Association. He 
is in attendance at the meetings of the 
Association of Life Insurance Presidents 
and has been present at some of the 
gatherings of the National Convention 
~f Insurance Commissioners. 


convention 


agency spoke on “Why I Decided to Be- 
come a Full Time Man.” Mr. Miller 
had been a superintendent of schools, 
but a friend set him to thinking of his 
future. He was a “bug” on life insur- 
ance and decided that would give him 
the best opportunity. 
Keeps in Touch With Clients 


R. H. Riggs spoke on “Writing Life 
Insurance for Fun.” He is a part-time 
man. He told of the pleasure in over- 
coming the many difficulties a_ life 
insurance man has to face and the satis- 
faction he gets out of rendering the 
valuable service life insurance offers. 

A. P. Griffin of Georgia told of the 
obligation of modern education to life 
irsurance. John G. Brinkley, Oklahoma, 
who won the conservation prize with a 
renewal record of 94.10 per cent, told 
how he kept in personal touch with his 
policyholders, which not only resulted in 
the renewal orders but also a great deal 
of new business. The ability to keep 
from letting disappointment get the best 
of him is something an agent should 
cultivate said William T. Pursell, one 
of the outstanding producers. Mr. Pur- 
sell said that an agent should not allow 
himself to get depressed if a medical 
examiner turns down the application or 
if a case falls through for some other 
reason, 

Prizes were awarded to five members 
of the club for conservation of business. 
John G. Brinkley of Oklahoma won first 
prize, $100 in gold, with a renewal per- 
centage of $94.10. Four other prizes 
of $50 each were awarded to N. Stanley 
Peterson of Chicago, Daniel B. Ryan, 
Mr. Daniels and Christian F. Knecel of 
Kansas. Mr. Brinkley made a special 
effort for the first prize and won. In 
June he stood sixth instead of first. He 
took a list of policies that had lapsed 
during the vear and reinstated so many 
of them that he moved up to first place. 
At the same time he wrote $50,000 in 
new business in June, so that his effort 





ta Miller .f : 
a Miller of the Northeastern Illinois 








paid both ways. 








of the important factors at the time the | 


Superintendents of the Canadian Prov- | 
is general chair- | 











The golf course at Biloxi has been justly described 
as one of the finest and most scenic of the entire South. 
It covers 175 acres of rolling land, dotted with beautiful 
trees and engaging water hazards—a veritable paradise 
for lovers of this fascinating pastime. The Pan-American 
Golf Tournament is held annually at Biloxi—another 
proof of the popularity of the course and the pleasures 
of the resort. 


Next January, when members of the American Cen- 
tral Field Club assemble at Biloxi for a well-earned 
period of relaxation, those who golf will indeed enjoy 
the thrill of thrills—perfect weather and a perfect 
course! Certainly it pays big dividends to be an Ameri- 
can Central Field Club member! 


CSDORNS 


Just one of the many reasons why American Central 
representatives are happy and successful. 


ESTABLISHED iss 


AMERICAN CENTRAL 


f ga Series 
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West Coasters Plan Big | Provident Mutual’s Honor 


rT; 
In ten years experience, Jubilee for 20th Year Club Installs Officer, 


DISCUSSED AT CONVENTION|SELIG MADE PRESIDEMm 


never such co-operation.’ sl 


Sroge an unsolicited letter Lake Tahoe Is Scene of Well Attended | Edward W. Marshall Heads Hom . 
Annual Agency Meeting of Cali- Office Men on Program—Award 
Conservation Prize 








fornia Company 


BY F. W. BLAND Charles Selig of New York was jp. 
The annual convention of the El Do- age 3 os rc se 2 Mil 
rado Club of the Western States Life, aie ae Se cae Ss See Lae 
: of Philadelphia at its annual conventin, 
San Francisco, was held Aug. 29, 30 and | : : sg . 
31 at Lake Tahoe, Cal., attendance in- - Detroit last week. os 
Sin dite ati collin cman tind C. Vivian Anderson of Cincinnati wa; 
, _* er 4 » & named first vice-president; Isaac P. Mj. 
nome office officials numbering 194, one ler, of Philadelphia, second vi 
orn a, conventions in the com- dent; Arthur J. Miller of New Y vk thi 
vice-president; John L. Simons of east. 
Home officials present were Marshall | on st fourth = 
C. Harris, president; T. O. Brothers, and W. Laurence Mason of Philadd 
vice-president; J. U. Hawley, vice-presi- | phia, secretary-treasurer. a 
dent, and general counsel; George E. Donald T. MacKinnon, retiring pres 
Brothers and Arthur D. King, vice ident of Detroit, opened the first busines 
presidents; George H. Kahn, director; | session. Andrew J. Davis, vice-president 
Bernard W. Ford, director and member | and Isaac P. Miller, of the Philadelphia 
™ of the executive committee; T. A. East, | agency paid tribute to the memory ¢ 
NYNL Fieldmen assistant secretary; J. W. Pearson, in- | John Way, deceased vice-president of 
spector of agencies; Marcus Gunn, actu-| the company, and to J. Smith Hart. 
k now th a t a ary; D. A. Dickie, auditor, and C. W. The installation of officers and j 
Hollebaugh, field secretary and conven- | troduction of new members took Pe: 
t li k tion manager. States represented at the | under the direction of Willard Ewing 
S ro ng 1 7 oO meeting were California, Oregon, Wash- | assistant to the manager of agencies, and 
: ington, Utah, Nevada and Wyoming. M. Albert Linton, vice-president, Ei. 
helpful servi ce _ . ward W. Marshall, actuary, and Charles 
Business in Mornings Ai Tushingham, educational director, 
bi nds th em to President Harris welcomed the club | @™Swered a number of questions con 
° members and in a brief address spoke of | ©S™™!"8 the writing of Provident Mutu 
t h e17Tr H Ome the spirit of the company, its consistent - policies, after which Franklin C 
- growth and its splendid financial condi- | “°TSS: eg A a te presented 
Office tion. Thomas Gallagher of the Russ Kin to Isaac Miller and Donald Ma- 
Building agency at San Francisco, was Tharad f ; , os 
elected president of the club, being the If =| rege wel we Ge 
rh = . . : ° . leading agent during the year with paid- to go —_ the Friday morning session 
'¢§ WANT you to know, Such expressions of satis-| ¢5, endantion of $1,055,000 was devoted entirely to three grow 
declares a veneer al faction from Agents who The agent winning the. vice-presi- a Ser eS 
agent who has been with have “found themselves” | ¢{7° — a ae. retary-treasurer; C. Vivian Anderson 
NYNI lv a fe onths i e “ 7. ; at, agency. +e TY i oe ape | first vice-president, and Isaac P. Miller, 
NL only atew months in with NWNL are not received | cup, @ tradition in the history of the) second vice-president 
= i ie s i organization, was presented to George | — . : 
a letter to the Home Office, daily, or even once a week.| Carmona, manager, Russ Building 


“that during the ten years I p , ¢ agency, by T. C. Crothers. os 
, But they come often enough y, Dy Fidelity Mutual Agents 


hz ‘Pp > ‘ > ; 2 ; XJ Po . - > . 
eesti — in the life insur- prove that there is a bond Conservation Prize Award Raita Ge Cimmetil 
“ee yusiness I have never between NWNL  Fieldmen The first prize for conservation of 8 
known of a Company that and nate € : hich business went to R. Tomlinson, also of ——_ 
“xtende ‘ ’ ¢ an their ompany WHICH] the Russ Building agency. Mr. Tom- 
extended the same helpful . . ned an ae r The Fidelity Mutual Leaders Club, the 
: ~ cannot be rightly illustrated linson went to the convention with a agency organization, will hold its aneadl 
co-operation to the Field- : 7A Ss / perfect score, having renewed 100 per- om a = Atlantic Gi neh 9-12 
man that I have been the re with ink and paper. cent of his previous year’s business. A Frank ‘Sykes, a Bye oper 
anf ° , . check for $1,000 was presented to Thos. sir oe bese 
ciplent of at the hands of . . Gallagher for his production of over = by President "Walter ll ow 
Northwestern National. If Analyzed into its parts, ready Fe PT os ce The speakers will be L. A. Mershoa, 
. is , we. Soi ‘ Pee Mar 9, -- f » divi- 
an Agent cannot succeed this bond would resolve it-| 1.5 Angeles leads in paid for business egy Tove soy Be wn ee OS 
with such a Company, the self into ten elements of su- =e = the largest number of delegates | «Bajancing an Estate”; C. M. Hunsicket 
5 . oe, a ba ° —_— ° ' es . ; ; } Mind the 
fault, I believe, rests with perior equipment offered Next year will be the 20th anniver- Fame + ema dl Paver is Need 
the Agent and not with the Fieldmen by NWN :.. which “7 — a public a 1 — John W. Oliver of Philadelphia on “Us 
Company.” are listed below , he business sessions Closed with the | derwriting Life’s Possibilities"; EF. © 
7° < . introduction by President Harris of B.| Schaef f Harrisb Program 
W. Ford, whose organization has re- tv p BBs y ht end Thoms 
cently purchased the largest financial} fF Guthrie of Minneapolis on “Know 
NW. ’ interest in the company. Mr. Ford is a] Your Company:” L. B. Hendershot o 
NL’ s s Ten Points of ‘Superior Service: ee — . a executive the field aad vy department of the Life 
committee. e€ was in the life insurance | Insurance Sales Research Bureau 
Non-Medical Privileges 7. Age limits from birth to 65 diesen feeen 2063 to 2009. Sic, Ford “‘Pesspectinn™: L. A. Cerf, Jr., of New 
years is comparatively a young man and his| York on “The Little Program Plan’; 
4 8. Participating and Non-Par- connection with Western States will} R. L. Taulor, Memphis, on “Life | 
Group Insurance 5 Saat . strengthen the company considerably. surance Salesmanship’ L. S. Wilson o 
ticipating Insurance : p 
S » Gow: ior a “er "s He stated emphatically that Western | Easton on “The New "Dividend Book’; 
Salary Savings 9. Mail Advertis service ; 

7.2 —— - Mail /idvertising Sse “ || States is not to be sold. The company | Vice-President G. H. Wilson on “Trust 
Low R f Rejec > ’ Comes : . . ‘ ' 
.oOW Kkatio o ejection 10. Policyholders Health Serv- will be built, he assured the convention, | and Business Insurance Agreements | 
Liberal Disability Clause ice and he said he had no personal desire| F, W. Heron, assistant manager, © 

= for management; that those in officia! | agencies, on “Standardized Sales Talks 
positions were certain of greater oppor- There will be round table meetings 


tunities. one on business insurance and bs 
On the st 


NORTHWESTERN NATIONAL 2228.2! srg.ge) Sct 
vention manager, arranged all the de-| session fom will be rapid en » talk dy 

tails. Mr. Hollebaugh wrote a playlet,| M. L. Bangham of Cincinnat p. 

LIFE INSURANCE COMPANY “Legends of Lake Tahoe,” which was| Fraser, Atlanta; C. L. Gregg. “Tope 
staged the first night on the beach.| A. H. Hogan, Chicago; C. J. 5 Itzer, Jt 


O. J. ARNOLD, passant Indian legends of Lake Tahoe were por-} Philadelphia; T. E. Tonguay, Hartiog 
| wi 


STRONG~ Minneapolis.Minn. ~LIBERAL trayed and the character of Chief} Assistant Actuary H. G. Hurd be 
inci on “Rated Disability and Double Deat 


Truckee, the principal role, was acted dent 
$) ’ 


MORE THAN $300,000,000 OF INSURANCE IN FORCE | by R. J. Gilfillan of the Russ. Building | Benefits.” J. R. Sykes, vice-pres 
will speak on “Conservation 


agency. 








Substandard Service 


wk Wily — 


=) 























5, 10 fllseptember 6, 1929 LIFE INSURANCE EDITION 

















or a 


fficers 


“All work and no play 
makes Jack a dull boy” 


was i 
ter Mil. 


ual Life 


~ Sometimes we have a contest 
Att just for the fun of it, other times 
eth “for blood”—but generally 


siden for prizes. 
*hiladel i 


ig pres: ie 


cca In April last year the field 
pry took Joseph W. Jones (Agency 
art Vice President) on a birthday 
oa fishing trip. He caught 1779 
t Ee little toy fish, now mounted 
aa and framed in his office. Every 


1s con 


hate fish meant an app. That con- 


esa test—for fun—was a world 
beater. 


n over 

session 
group i 

ms Ut 


re This summer we're trying a 

7 new game—“The Mental 
Hazard Handicap”—for 
prizes. Every man is matched 
against his own production 
record, and if he can whip 
himself—he wins. 


No dull days for us, thank 
you! The spice of variety 
makes keener salesmen. 


THE FRANKLIN LIFE 
INSURANCE COMPANY 

















Opportunity 
Beckons! 


Men of ability and character, 
who are willing to give all 
they have to the organization 
and development of territory 
in the service of the 


SPRINGFIELD 
LIFE 


who are ambitious to enlarge their personal in- 
come tremendously, are invited to get into touch 
with the home office, at Springfield, IIl., at once. 


All Standard Policies written, with or without 
Permanent Disability, Premium Waiver and 
Double Indemnity. 


$1.00 A MONTH 


Buys regular Old Line Ordinary Life Insurance 
for children, age six months up, and the same 
life insurance proposition is available to adults 
—age one day to 60 years. 


Big Money for the 
Go-Getter 


Send your inquiry directly and now, to 
A. L. Hererorp, President 


SPRINGFIELD LIFE 
INSURANCE COMPANY 


SPRINGFIELD, 
ILLINOIS 
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All You Need 
In Accident Insurance 


Our new “Brokers’ Outline of Accident In- 
surance” gives all the information you need to 
select the right kind of contract for your 
prospect. 


Send for a copy of this and for a set of cir- 
culars for prospects describing each contract. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 











INSURANCE STOCKS 


Bought—Sold—Quoted 


AN 
P. W. CHAPMAN & CO, INC. 


Insurance Stock Department 
115 W. Adams St. 42 Cedar Street 
CHICAGO NEW YORK.~ ? 


























UNDERWRITER 


Arnold Challenges Agents 
to Improve Past Record 


MEET AT NIAGARA FALLS 


Eastern Field Men, Northwestern Na- 
tional Life, Gather—Selling to Old 
Policyholders Reduces Lapses 


A challenge to field men of the North- 
western National Life of Minneapolis 
to improve upon the excellent record 
which they have made during the past 
12 months, was issued by President O. J. 
Arnold in his address which opened the 
company’s eastern regional convention 
at Niagara Falls last week. 

Three lively busimess sessions and a 
banquet occupied the three days devoted 
to this convention, the final meeting in 
the series of three held for the agency 
organization in August. 

Mr. Arnold advocated the sale of new 
insurance to old policyholders as one 
way to cut the lapse ratio. Of the 
company’s new business for the first 
six months of 1929, $7,000,000 was writ- 
ten on the lives of old policyholders, 
as against $5,000,000 for the first six 
months of 1928, 

“While we increased our new paid-for 
business by 26 percent in the 12 months 
ending July 31, we increased our gain 
and total paid-for insurance in force 36 
percent,” Mr. Arnold said. “Our paid-for 
insurance in force is now in excess of 
$308,000,000, and our assets over $35,000- 
000.” 

Defines “Prospect” 


G. H. Pettit of Ohio told how he had 
“put it over” in his first year in the 
business. Paul Field of Michigan brand- 
ed mail advertising service as a valuable 
tool to help the agent make a start in 
amy new locality. 

“Club your way to sucess,” was the 
advice of George I. Jensen of Michigan, 
who spoke on company clubs. The 
question “what is a prospect?” was ans- 
wered by Randolph Schmalhorst of 
Ohio, who defined the prospect as “an 
insurable person who has the means to 
pay a premium, who can be approached 
and sold by a particular agent without 
unreasonable expenditure of time and 
energy.” 

“Vital Steps in the Interview” was 
the subject of Frank J. Seibel of Mich- 
igan. Mr. Seibel stressed the pre- 
approach as the most important step. 
H. B. Allen of Michigan, explained his 
sales talk on pension bond, while a 
demonstration of a “Stepping Stone” 
presentation form was given by E, P. 
Balkema of Michigan, and J. D. Barlow 
of Michigan talked on the 30 vear 
endowment ->licy. 


California State Life’s 
El] Capitan Club Meets 


CORONADO, CAL., Sept. 5.—The 
California State Life held its annual 
meeting of El Capitan Producers Club 
here. Fifty men qualified for the club 
and this year’s gathering was the largest 
in history of the company. 

In disposing of club honors on the 
basis of paid business within the club 
year, Robert E. Watson of San Fran- 
cisco was elected president. This is 
the third year Mr. Watson had led the 
agency staff in paid business. George 
W. Coe of Sacramento was named first 
vice-president; L. A. Dennis of Red 
Bluff second vice-president, and Lahroy 
C. White of Amarillo, Tex., third vice- 
president. Total business paid for dur- 
ing the club year by the members was 
$9,714,105. 

President J. Roy Kruse announced 
that the insurance in force of the Cali- 
fornia State Life is now $105,724,000, a 
gain of more than $5,000,000 since Jan. 
1. He said the gain in admitted assets 
had been in proportion to the gain of 
insurance in force. It was also stated 
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Atlantic Life Aces Meet 
at Richmond for Convent, 























































AWARD PRODUCTION PRizy 


President Angus O. Swink Spea 
New Business in August Shows 
60 Percent Gain 


RICHMOND, VA,, Sept. 5.—( 
150 representatives of the Atlanti 
attended the annual Aces’ conventio; 
week. President Angus O. Swink 
sided at the banquet. W. C. Wo 
general agent at Rocky Mount, N 
was introduced as the convention pr 
dent. He was the company’s leader 
volume of premiums paid for during; 
club vear. Angus L. Faulconer, co: 
tion vice-president, was the leader j 
number of lives insured during the « 
period. 

William H. Harrison, vice-pres 
and superintendent of agencies, pres 
ed 22 new general agents appointed s 
the last convention. The  presic 
cup was awarded Atlantic Agency, § 
eral agents at Richmond. This ec 
awarded each year to the general ag 
which has the best renewal record 
business paid for during the prece 
club vear. W. C. Woodard, winner 
1928, was second this year. 

Receives Service Pin 


To Colonel Edward Everard Gow 


wyn, of Emporia, belongs the distinct 
of being the first agent ever to rece 
a 25-year service pin from the compa 
In addition to this pin awarded |} 


other pins and prizes for meritoria 


work were also awarded. Dr. Jox 


H. Smith, district agent at_Petersbu 


was awarded a 20-year service pin. 
The general topic of the convent 
was “Cooperation for Progress,” wi 
was discussed by Vice-President Ha 
son. Edmund A. Saunders, chairmar 
the board, discussed “Life Insurance 
Contributor to Progress.” He told! 
life insurance has contributed to : 
industrial growth of the country. 


Cooperation Means Progress 


Dr. Smith spoke on “Cooperation \ 
Your Company and Clients Means Pr 
ress for All.’ He was followed by ! 
Frank P. Righter, medical director. | 
Righter discussed the problems of ! 
men from the standpoint of the un 
writing department of the home of 
He showed how the field and home 
fice can cooperate in such a way 4 


bring about quicker issuance of polic# 


after applications are received. 


that in each month for first half of 1 
new all-time monthly records in prod 


“f 


tion of written business had been * 
the total representing a gain of 43.8 p¢ 
cent over the production for the c 


responding period of 1928. 


Dr. S. E. Simmons, vice-president # 


medical director, revealed in open ¢ 
cussion that the company is making 
close study of its experience with to 
disability income hazards, and that 
view of the liberality of its contract 
has been found advisable to adopt 2! 
icy of closer scrutiny of applicants 
this feature. 

A conference was conducted by J# 
L. Collins, superintendent of agen 
in the form of a sales congress, - 
Collins, who took over the direction 
the agency department last Febrvé 
announced plans for expansion 0 
field force through the company’s o% 
ating territory in 1930. His prog’ 
contemplates a series of regional com 
ences by which practically every © 
representative will be contacted by 
Collins and his assistants. 

Atlantic Life is well ahead o 
record and feels confident of re aching 
goal of $35,000,000 of paid business 
1929. August was approximate! ly 60 
cent ahead of the corresponding ™ 
of last vear. 


yf its 
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Wins Presidency of Club 


Despite Executive Duties 
MAY LEADS SECURITY LIFE 


Installation as Head of $250,000 Group 
Is One Feature of Annual Conven- 
tion in Chicago 


Fifty-one field men and women of the 
Security Life of Chicago from the entire 
western half of the United States held 
the conventions of their $250,000 and 
$125,000 clubs in Chicago this week. Of 
particular interest was the fact that 
F. G. May, head of the Arkansas 
agency at Pine Bluff won the presidency 
of the $250,000 club with $350,000 per- 
sonal production, of which $110,000 was 
in August, although he devoted most 
of his time to agency building, and in 
fact did nothing else during June but 
search for agents. This was the fourth 
time that Mr. May had led the Secur- 
ity’s forces. 

Several other men and two women 
were not far behind, however. Nathan 
Kaflan of Detroit became vice-president 
with $297,000, S. H. Silver of San Fran- 
cisco, second vice-president with $266,- 
000 and B. T. Langenhof third vice- 
president with $257,000. 


Guba Also Honored 


A. Guba of Gary, Ind., won presi- 
dency of the $125,000 club with $218,000 
paid for; A. R. Lyons of San Francisco, 
first vice-president with $206,000, and 
M. Kauffman of Detroit and W. E. 
Boulds of Louisville won the second 
and third vice-presidencies respectively. 
A woman, Miss M. E. Card of Detroit 
was a close runner-up for an official 
post with $256,000 paid for production, 
and Miss Bess Kennedy of Oakland, 
Cal, paid for $166,000. There were 
eight qualified for the more select club 
and 43 for the $125,000 club. 

Vice-President S. W. Goss led off the 
opening session Wednesday morning 
with emphasis on the recent accomplish- 
ment of $100,000,000,000 of American 
lime insurance in force. 





JAMES ELTON BRAGG TAKES 
NEW YORK UNIVERSITY POST 


James Elton Bragg, formerly of New 
York and eminent in the life insurance 
business nationally, has resigned as gen- 
eral agent for the Union Central Life at 
Philadelphia, where he has been located 
tor the past two years, to become pro- 
tessor of life insurance and director of 
the life insurance course at New York 
University, succeeding Dr. R. E. Reitzer, 
who has resigned to return to production 
work in life insurance. Mr. Bragg is re- 
turning to his old field where he spent 
many years in agency and home office 
work before going to Philadelphia, for 
in New York he was long engaged in 
numerous activities, including teaching 
at New York University, to which he is 
now returning. His past connections in- 
clude the agency vice-presidency of the 
Manhattan Life, to which post he was 
elevated w hen he was but 32 years old 
and only six years in the business. He 
is nationally known, for he has directed 
the program for the annual convention 
of the National Association of Life 
Under. vriters for two years and was 
slated for the presidency of that associa- 
tion this year, which honor he turned 
down. He is known for his educational 
work beyond his local field, having 
taught life insurance at New York Uni- 
versity, the University of Buffalo, the 
niversity of Oklahoma and the Uni- 
Yersity of Pittsburgh. As an agency 
Manager he built and directed large 
organizations and in his second year in 
Philadelphia he increased his agency’s 

business 67 percent. He has a Somed 
"€ imsurance background and is un- 
‘ually fitted for directing the work at 
New York University. 
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New York City Agencies | 
Show Big Gain in August | 


RECOVER FROM JULY SLUMP| 


Ives & Myrick of Mutual Life of New | 
York Hold Lead with 
$3,051,791 





NEW YORK, Sept. 5.—August pro- 
duction showed good gains in most 
New York City agencies, recovering 
from the slump which appeared to set 
in the month before. Several agencies 
have made striking gains and it is ap-| 
parent now that the city business will 
come through in most cases to a new 
record year’s total at the end of 1929. 
Ives & Myrick of the Mutual Life of 
New York led the city with a paid busi- | 
ness of $3,051,791, compared with $2,- | 
770,350 last August, the year to date 
total being $33,553,507, compared with 
$30,878,321 last year. Beers & DeLong | 
of the Mutual Benefit were second with 
an August total of $2,931,500, compared 
with $2,239,217 last August and their 
year to date total was $22,506,900, com- 
pared with $20,589,568 last year. 


Agency Totals Compared 


The Charles B. Knight agency of the 
Union Central paid for $2,716,300 in 
August, bringing the year to date total 
to $29,334,541, compared with $26,977,- 
292 last year. R. H. Keffer of the Aetna 
Life paid for $2,322,240 in August com- 
pared with $1,759, 700 last August, bring- 
ing the year to date figure to $26,713,- 
228, compared with $21,317,422 last 
vear. The J. Elliott Hall agency of the 
Penn Mutual Life paid for $2,206,300 in 
August, compared with $2,877,312 last 
August, bringing the year’s total to 
$25,600,3988, compared with $24,236,752 
last vear. The Keane-Patterson agency 
of the Massachusetts Mutual has paid 
for $14,320,274 thus far this year, com- 
pared with $9,284,693 last year. The 
Frank Pennell agency of the State 
Mutual Life has brought its year to 
date total up to $4,542,160, about 40 
percent ahead of lats year and putting 
it in the lead of the agency organiza- 
tion of that company, which it has led 
for the past three months. 


NEW YORK HEARING SHOWS 
VARIED VIEWS ON DISABILTY 
(CONTINUED FROM PAGE 3) 
willing to approve the proposed stand- 
ard in order to effect the needed uni- 

tormity. 
Prudential Men for Flexibility 


James F. Little, associate actuary, and 
Alfred Hurrell, vice-president of the 
Prudential, both spoke on the item of 
liberality of definition. Expressing the 
opinion of the Prudential that the pro- 
posed standard should be made flexible 
enough to permit the Mutual Benefit 
clause. Mr. Little read a letter from 
President Duffield of the Prudential to 
President Hardin of the Mutual Benefit, 
giving this approval and Mr. Hurrell 
added to the opinion with a discussion 
of the probability that the clause might 
work to very satisfactory conclusions. 


Other Companies Give Views 


A. T. Maclean of the Massachusetts 
Mutual also expressed approval of this 
definition of total disability. Suggesting 
that it should be granted as optional. 
The Bankers Life expressed full ap- 
proval, urging that a revised definition 
be adopted which would permit the Mu- 
tual Benefit clause and also the pro- 
fessional man’s policy of the Bankers, 
which is not allowed by the proposed 
code. The Pacific Mutual expressed ap- 
proval and admiration of the Mutual 
Benefit policy, referring in particular to 
its adoption of prorating. 

James A. Fulton, agency vice-presi- 
dent of the Home Life of New York 
was present as a non-actuarial man and 
spoke from the agency viewpoint. 
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Life Companies and 
Trust Organizations 








If we examine the scope of the services performed by 
life insurance companies and trust organizations—in- 
cluding in the latter term trust sections of commercial 
banks—we shall find a broad field of co-operation. 


While the general character of each is fiduciary, the 
two instrumentalities are not natural competitors. They 
are more nearly like allies although their activities are 
distinctive. 


Each suggests, initiates, activity for the other. Each 
furnishes service for which the other is not equipped; 
one the insurance of the productive value, accumulated 
and prospective, human life; the other the adminis- 
tration of trusteeships, of which many proceed from life 
insurance. 


There is no doubt that the two can supplement as 
well as complement each other, and it is noteworthy 
that the banks and trust companies have realized this 
fact and applied it in a practical way. On the other 
hand, it is evident to me that a corresponding interest in 
the promotion of the welfare of the banking and trust 
companies is now a part of the program of every wide- 
awake life insurance man. 


WALTON L. Crocker, President 





Lire INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 

















Yes, Sure, It’s Hot! 


Mark Twain 
about the weather 
done about it.” 


said, “Everyone talks 
but nothing is ever 


Yes, we know it is hot, but there is 
evidence that our field men don’t know it 
for they are pounding away most suc- 
cessfully. 

But, we need more good men. Here 
are a few openings: 


Michigan 
Kentucky 


Ohio 
Indiana 
Illinois 


WRITE TO US AT ONCE! 


THE BANKERS RESERVE 
LIFE COMPANY 


Home Office: Omaha, Nebraska 
Business in Force $127.000,000.00 
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STATE MUTUAL LIFE 
ASSURANCE COMPANY 


WORCESTER, MASSACHUSETTS 


























Announces the 
Extension of its Territory 
to the West Coast 


and 


Its Entrance into 
the State of Kansas 



















INCORPORATED — 1844 
AND NOW IN ITS 


EIGHTY- FIFTH YEAR OF SERVICE 























































STATE MANAGER 
FOR NEBRASKA 


Contract second to none, on com- 
Allow- 
ance for office rent and telephone. No 


mission and renewal basis. 
advance—no salary. If you are a 
producer and can organize a sales 
force this is the contract you want— 


write 


O. L. HOLLAND, President 


AMERICAN: NATIONAL 
ASSURANCE CO. 
3719 Washington Blvd., St. Louis, Mo. 












Washington Plans 
Are Rounded Out 


(CONTINUED FROM PAGE 3) 


members of the Million Dollar Round 
Table. 
8 a. m.—Breakfast (complimentary) 
salaried executives of local associations. 
. m.—Breakfast (complimentary) 
representatives of the press. 


Morning Session 


(9:15 a. m.-1 p. m.) 

. m.—Singing. David B. Sprague. 
m.—lInvocation. 

9:35 a. m.—Address of welcome by 
Harolé D. Krafft, president, Life Under- 
writers Association of the District of 
Columbia and commissioner of the Dis- 
trict of Columbia. 

50 a. m.—Opening of the convention 
me Paul F. Clark, president, National As- 
sociation of Life Underwriters. 

0:15 a. m.—Inside story of what the 
wane and executive committee have 
done by Julian S. Myrick, chairman 
executive committee, National Associa- 
tion of Life Underwriters. 

10:25 a. m.—Appointment of nominat- 
ing committee and announcements. 

:35 a. m.—Tribute to the memory of 
George D. Alder by J. Stanley Edwards 
of Denver, ex-president, National Asso- 
ciation of Life Underwriters. 

3 a. m.—‘Creating the Second 
Hundred Billion,” by Jerome Clark, as- 
sistant superintendent of agencies, Union 
Central Life. 

11:35 a. m—*“The Conservation of 
Human Life in the Era of the Second 
Hundred Billion,” by Harold A. Ley, 
president, Life Extension Institute. 

12 m.—Singing. David E. Sprague. 

12:15 p. m.—*“The Market for the Sec- 
ond Hundred Billion,” by Walton L. 
Crocker, president, John Hancock Mutual 
Life. 

1 p. m.—Announcements and adjourn- 
ment. 





Afternoon Session 
(2:00 p. m.-5:00 p. m.) 
2 p. m.—Singing. David E. "iraaue. 
2:10 p. m.—Introduction of distin- 
geese and special guests by Paul F. 
Clar 


2:45 p. m.—‘“Conserving the First 
While We Create the Second Hundred 
Billion,” by Thomas I. Parkinson, presi- 


Equitable Life. 
3:20 p. m.—An echo from the Million 
Daley Round Table. 

3:35 p. m.—*‘Selling to Women in the 
Era of the Second Hundred Billion,” by 
Emma H. Ditzler, Frazer agency, New 
re. Connecticut Mutual Life. 

p. m.—An echo from the Million 
Dollar Roana Table. 
25 p. m.—“The Second Hundred Bil- 


dent, 


lion § Salesman: He Faces East,” by Roger 
B. ull, managing director and general 
counsel, National Association of Life 


Underwriters. 
5 p. m.—Announcements and adjourn- 
ment. 
Evening 


8 p. m.—Reéception, Grand Ball Room, 
Mayflower Hotel, in honor of Paul F. 
Clark. 

“Washington from Dawn to Dusk,” 
talk by Charles Colfax Long. 
Reception followed by 

dancing. 
Thursday, September 26 

8 a. m.—Breakfast (complimentary to 
the officers of the life insurance compa- 
nies, insurance commissioners and super- 
intendents, special guests, representatives 
of affiliated life insurance organizations, 
officers and trustees of the National As- 
sociation of Life Underwriters.) 

8 a. m.—Breakfast (Dutch-treat). 
Women of’ the profession and guests. 

Morning Session 
(9 a. m.-1 p. m.) 

9 a. m.—Singing. David E. 

9:10 a. m.—Invocation. 

9:30 a. m.—‘Setting "Em Up for the 
Second Hundred Billion,” by Arthur E. 
Bagley, national health broadcaster, 
Metropolitan Life. 

9:50 a. m.— ‘Underw riting Business 
Purchase Agreements,” by A. Rushton 
Allen, general agent, Union Central Life, 
Philadelphia. 

10:30 a. m.—An echo from the Million 
Dollar hound Table. 

10:45 a. m.—“Investment Trends in the 
Era of the Second Hundred Billion,” by 
Frederick H. Ecker, president, Metro- 
politan Life. 

11:15 a. m. —Singing. David E. Sprague. 

11:25 a. m.—*‘Missions and Methods of 
the Average Producer in the Era of the 
Second Hundred Billion,” by Harold J. 
Cummings, superintendent of agencies, 
Minnesota Mutual Life. 


music and 


Sprague. 


2:05 p. m.—Talk (subject to be an- 
nounced), by Edward M. McMahon, in- 
surance trust officer. Equitable Trust 


Company of New York 


12:25 a. m.—“Selling Efficiency Tem- 
pered with Human Sympathy,” by John 
Y. Yates, general agent, Massachusetts 


Mutual Life, Detroit. 
p. m.—Announcements and adjourn- 
siael 
Afternoon 
2-4:15 p. m.—Special session, agency 
management group meeting under the 
direction of John Marshall Holcombe, Jr., 
Life Insurance Sales Research Bureau. 
m.—Boat trip to Mount Vernon— 














guests of the Life Underwriters Associa- 


Grank a to P 
Build a Fleet 


(CONTINUED FROM PAGE 3, 


sets at the end of the year were almoy 
$5,500,000. Its total income life, acgj. 
dent and health last year was $6,000,009 
It is banking now $20,000 a day. Presj. 
dent Grant said that there are at th 
present time about 1,000 people in office 
and field depending on the company 
There are some 600 men acting a; 
agents and supervisors in the field. 

When Mr. Grant started the company 
he personally had to buy the office fur. 
niture because he only had $5,000 de. 
posited in the bank and that was to be 
used in payment of claims. The com. 
pany started as the Business Men's Ac. 
cident, writing accident insurance largely 
on the plan of the commercial travelers 
associations. Later it took on health 
insurance. Then it changed to the Busi. 
ness Men’s Assurance, a stock legal re. 
serve company, and started writing life 
insurance. At the end of the year it 
had $65,014,044 insurance in force, hay- 
ing written over $36,000,000 new busi- 
ness during the year. 

President Grant predicted that at the 


end of 1935 his company would have 
250,000,000 insurance in force, thiat its 
accident and health income would be 


$6,000,000 and that there would be 500 
members of its star salesmen organiza- 
tion. President Grant stated that he 
believed that during the next 10 years 
insurance would continue to show a re- 
markable development. Everything, he 
said, points to an increased demand for 
insurance. The insurance salesman, he 
thinks, occupies an enviable position be- 
cause regardless of changing conditions 
in business it means that there will be 
an increased demand for insurance pro- 
tection. The Business Men’s Assurance 
has 150,000 policyholders. Under the 
dynamic personality of Mr. Grant and 
his unbounded enthusiasm the company 
has extended its operations in all direc- 
tions but has always had its feet on 
the ground and planted its roots firmly 
in the soil. Mr. Grant has with him 
excellent associates and has a splendid 
field organization. 





tion of the District of Columbia. Music 
dancing, refreshments, entertainment 
(Special conveyance will be _ provided 


later for those attending agency manage- 
ment group meeting.) 


Friday, September 27 


8 a. m.—Breakfast (Dutch treat). Of- 
ficers, trustees, members of the executive 
committee of the National Association 
and officers of local associations. 


Morning Session 


(9:00 a. m.-1:00 p. m.) 
9 a m.—Singing. Pullman Porters 
Quartet. 

9:10 a. m.—Invocation. 

9:20 a. m.—Report of nominating com- 
mittee and election of officers. 

:35 a. m.—Report of resolutions com 
mittee by Chester O. Fischer, chairman. 

9:50 a. m.—“The American a ten ge ot 
Life Underwriters” by Dr. S. S. Huebner 
dean of the College. 

10:40 a. m.—Presentation of diplomas 
to Chartered Life Underwriters by Ernest 
J. Clark, president of the College. 

11:10 a. m.—“The Edward A. Woods 
Foundation” by W. M. Duff, secretary of 
the College and general chairman of the 
Foundation. : 

11:25 a. m.—Singing, Pullman Porters 
Quartette. M 

1:40 a. m.—“The Beginner in the Era 
of the Second Hundred Billion” by © 
Gilson Terriberry, agent Mutual Benet 


Life, New York City. 

12:15 p. m.—“The Mission of the Indus- 
trial Agent in the Era of the Secon 
Hundred Billion” by Edward D. Duffield 
president, Prudential. 


12:55 p. m.—Singing, Pullman Porter’ 
Quartette. 
1:00 p. 
journment. 
1:15 p. 


m.—Announcements and ad- 
m. — Luncheon — organization 
meeting of the new board of trust°es 


Afternoon Session 
(2-4:30 p 


2 p. m.—Singing, Pullman Porters 
Quartet. 

2:20 p. m.—(Speaker to be announced) 

2:45 p. m.—‘“Mass Insurance in the Era 


of the Second Hundred Billion” by H. # 
Armstrong, vice-president, Travelers 

3:25 p. m.—An echo from the Million 
Dollar Round Table. 

3:40 p. m.—“Stowaways” by William B 
Burruss. 

4:25 p. m.—Announcements. 








4:30 p. m.—Adjournment. Sine Die 
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Big § Society in 
Rerating Work 


(CONTINUED FROM PAGE 5) 
rerated, changing from the cur- 


nals have 
rent cost system to the reserve plan, on 
oth new and old business. The new 


s provide for paid up insur- 


ertificate 
and extended loan values, 


ance, cash 


jouble indemnity, limited accident bene- 
fts and term insurance, in addition to 
the special whole life, 30 year and 20 


{ life and ordinary whole 
Other options have provided for the 
Also, certificates are 


ear payment 
life 
der members. 


ayable in monthly installments over a 
long period instead of a lump sum, four 
percent 11 iterest being paid on the money 
) left with the society. 


“Thirty-six percent of the total insur- 
held by 420,000 members, 
Those en- 


ance mm force, 
; unaffected by any changes. 
tering the society after July 1, 1919, are 
jlready contributing on an adequate 
ysis. For the benefit of those who are 
affected by the changes about $23,000,- 
00 as surplus fund has been set aside 
und they furthermore have the option of 
mtinuing payment of old rates and ac- 
epting benefits in the form of term in- 
surance for the full amount of their 
ertificates, or whole life insurance for 
a reduced amount. If they elect to pay 
the rates at attained age on their next 
irthday they will receive paid up or ex- 
tended insurance, or automatic assess- 
ment loans after three years membership, 
with cash withdrawal benefits at the age 
{70 or over, on any of three forms of 
certificates, and paid up or cash with- 
drawal benefits at the age of 70 or over, 
m another form of certificate. Already 
tween $10,000,000 and $12,000,000 of 
business has been transferred to the 
new basis. 


Seven Millions Excess Claims 


“It was found that from Jan. 1, to 
June 1, 1929, the payments for death 
claims and 70-year benefits exceeded 
nefits fund income from assessments 
paid by the members in the sum of $3,- 
718471. On Dec. 31, 1928 there was $1,- 
128,919,000 insurance in force issued 
prior to July 1, 1919, and this group 
paid into the society for the purpose of 
paying claims during 1928 $16,060,011 
and took out of the society in death 
losses and disability benefits $23,243,500 
rr over $7,000,000 more than they paid 


n. From 1883 to 1913 inclusive, three 
changes in monthly rate payments of 
id and new members in_ increased 
amounts were made, but all such 


changes had either been arbitrary raises 
r the result of compromises. Deficien- 
cies accumulated until it was decided 
to establish a full reserve basis for all 
ertificates. It was estimated that had 
the rates not been changed it would have 


taken more than the present $40,000,000 


7 


t surplus plus interest to pay death 
laims resulting during the next five or 


SIX years 


“On Dec. 31 last of the $1,125,000,000 
ld busi iess in force $719,523,500 was 
m members over 50 years of age, and 


in the year 1928 this group contributed 
nearly $11,000,000 less than was paid 
out for death benefits for that group. 
In 1928 it took practically all the re- 
ceipts from assessments of the entire 
membership to pay death claims arising 
from members of 50 years of age or 
over. The following distribution was 
made of the $40,000,000 surplus: $5,000,- 
000 was placed in a reserve fund for 
the benefit and credit of those who had 
joined since July 1, 1919; between $7,- 
000,000 and $8,000,000 was set aside to 
pay the deficiency of the older group 
during the time they are determining 
what plan or option they choose to ac- 
cept; $3,000,000 was set aside to hold 
down the whole life level rates of mem- 
bers exchanging at ages 67, 68 and 69; 
the balance, approximately $20,000,000, 
was set aside to the credit of members 
70 years of age and over.” 
Contracts Offered 


The Modern Woodmen now offers the 
following forms of certificates in ex- 
change for the old certificates prior to 
July 1, 1919: 

1. Special whole life, Form B. Pay- 
ments on this certificate continue 
throughout life at a level rate. 

Thirty-year payment life, Form C. 
Member discontinues payment after as- 
sessments for thirty full years have been 
paid, and during this period and for the 
balance of life, the member would be 
protected for the full face amount of his 
certificate. This certificate should be 
especially attractive to members under 
45 years of age. 

Twenty-year payment life, Form D. 
Similar to the 30-year payment life form 
except that the member pays for only 20 
years and his certificate then becomes 
paid-up for life. Either of these lim- 
ited payment forms enables the member 
to pay for his insurance during the pro- 
ductive period of his life and he will be 
relieved of payments in his later years. 


4. Ordinary whole life, form A. This 
is the form of certificate issued since 
July 1, 1919. The benefits are more 


limited than the benefits provided in the 
special whole life. This is perhaps the 
best certificate for members to carry 
who are over 60 years of age. 

The new rates are about the same as 
the rates charged by the United States 
government on war risk insurance. 


Takes Over Catholic Fraternal 





In taking over the Roman Catholic 
Mutual Protective Society, the Royal 
Union Life of Des Moines now has 
more than $145,000,000 insurance in 
force. The merger was approved by the 
lowa commissioner. The combined com- 
pany has assets of $30,000,000 and a sur- 
plus in excess of policy liabilities of 
$1,500,000. 

The merger was voted by more than 
100 delegates of the Catholic society 
meeting in Des Moines. The Catholic 
society had approximately $4,500,000 of 
insurance in force at the time of the 
merger, having been in existence for 50 
years. 
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We Write All Standard Forms of Participating and 
Non-Participating Insurance Contracts and in 
Addition the Following SPECIALS 


1. Ordinary Life Special $5,000. 
2. Personal Life Monthly Income for Rejected Risks. 


Very desirable territory open in 
OHIO — INDIANA — KENTUCKY — TENNESSEE 
Address S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 











A TOWER OF STRENGTH 


Insurance in Force 
$2,000,000,000 





EE ee ETE Ee re 
Pe wcuchadesasenddasekessanvanne Se 
Total Liabilities ..................... 422,020,000 


Interest on policy proceeds, profits, etc., 
left with the Company 
FIVE AND ONE-HALF PER CENT" 


Total investments in United States securities 


exceed $231,000,000 


Dividends to Policyholders increased 


for ninth successive year 


SUN LIFE 
ASSURANCE COMPANY 


of CANADA 
































Life Insurance 
a Friendly Business 


Few Home Offices have secrets which they guard. 
There is a constant interchange of visitors among them. 
And ideas, formulas, and systems are freely exhibited. A 
dominating thought is that whatever is made available by 
one Company to another benefits the entire business and 
thereby benefits the public. 


Through the periodic conferences and counsellings of 
separate yet allied sub-organizations, life underwriting is 
steadily being advanced to still higher levels. They are 
laboratories for exploration and for decisions which avoid 
the experimental. There is the strength which comes from 
union in the Companies’ support of these associations. 


To the friendly spirit of life insurance governance, and 
the high character of the cooperative organizations of its 
various departments, is creditable a large part of our mighty 
growth and efficient service of the public. 


Wm. A. Law, President 
Wm. H. Kingsley, Vice-Pres. Hugh D. Hart, Vice-Pres. 
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Needs to Became Insurance-Minded 


Following the publication of the “Lire 
PayMENTS Numpver” of Tue National 
UNpberwritek, which appeared on Aug. 2, 


many of the daily newspapers commented 
editorially on the significance of the huge 
sums that were being returned on the life 
The comment of the PorTLANp, 
“JOURNAL CoM MERCE” 


policies. 
Ore., 
follows: 
“On the 
the ‘Daily 
interesting 


OF was as 
first page of today’s issue of 
a most 
insur- 


Journal of Commerce’ 


story is told on life 
ance, 

“Not only 
agent that 
hurt a lot of laymen, men in other lines 
of study the there 


given in a report which it has required 


should every insurance 


read story, but it wouldn't 


business, to figures 
months to prepare. 
“You know, there a lot of men in 


in 


are 
business today who don’t believe in- 
surance, and that self-same lot will have 
their regrets some day. 

“The to 
ance-minded, 

“The growth of life insurance has been 
There 


public needs become insur- 


almost unperceived by the public. 
are few industries whose volume of busi- 
ness equals the payments made by life 
insurance companies to policyholders and 
beneficiaries. 

“A the 
tions shown in this issue is the fact that 
the in modest 
amounts. the huge 
total, there were very few large policies. 
The goes back to families and 
children who need it, and not to add to 


striking feature of compila- 


disbursements are 


Notwithstanding 
money 
fortunes. 


the 
herein, 


swollen 

“Taking all death claims above 
$100,000 listed the total is only 
$59,621,000. This is only a drop in the 
bucket, compared with the gross volume 
paid to policyholders and_ beneficiaries, 
If these large claims had not been paid, 
the total would not have been affected 
perceptibly. 

“There however, 


are, many substan- 


tial payments large enough to’ keep a 


family from want. The day of the $1,000 
policy is practically gone and that of the 
$5,000 policy The vast de- 
velopment of life insurance is due to the 
conditions that make life 


is 


passing. 
new economic 
insurance the best answer to the modern 
problem. 
“When 

living 


there only one standard 


the 
for the 


Was 


of for mass of the people, 


future went no 
and salt pork in 


worked in the 


when provision 
farther than 
the cellar, 
fields and widows supported their fam- 
ilies their scanty 
plot of ground and toiled by candle light 
to education 
was and children went to work at 
10 or 12 vears of age, the need for life 
insurance was not so apparent. 

“Those who have higher standards of 


potatoes 


when women 


by raising food on a 


make their clothes, when 


rare 


hving for their families need life in- 
surance. 

“Then there is the double indemnity 
feature. 

“Many people regard double indem- 


nity benefits as a sort of selling wrinkle; 
the premiums charged for it in connection 
with life insurance policies are relatively 
small and it is sometimes felt that the 
benefits are of about the same caliber. 
“However, during the year of 1928, $12,- 


168,768 was paid out by the life insur- 
ance companies on account of accidental 
death losses, this figure being the loss 
from double indemnity claims alone and 
does not include the sums paid under the 
regular contracts. 

“A study 


the causes of death reveals the tremen- 


of any company’s report of 
dous growth of fatalities from accidents 
as compared with preceding years, the 
chief contributing cause to this increase 
being automobile accidents. 

“THE NATIONAL UNDERWRITER deserves 
much credit for its extensive and inten- 
the 
niche it is filling in world-wide business 


sive survey of insurance conditions, 
and its education of an insurance-unsold 


public.” 


Insurance Money in Speculation 


THe stock market activity and the stories 
of profits made in speculation have un- 
doubtedly affected life in 
many ways. One of the most unfortu- 
nate influences is the sacrifice that a 
number of policyholders are making of 
their insurance in order to get into the 
market. A well known bond man re- 


insurance 


marked the other day that literally thou- 
sands of people are taking $200 and $300 
cash surrender or loans on policies to 
invest in speculative securities. 

Life insurance after all is a sinking 
fund to provide for major contingencies. 
That the story that life insurance 
agents should hammer into the minds 


1s 


UNDE -RW RITE R 


of the public. If a man has sufficient 
funds to get into the speculative market 
well and good. He should not touch 
his life It is a tragic thing 
to see persons of limited means expose 
a fund like life insurance to the gales 


insurance. 
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A life insurane 
other 
for 


of the stock market. 
fund is different from any 
It something laid aside 
contingencies that should not 
turbed until the emergency arises 
which it was provided. 


is 
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Joseph P. Licklider, director of pub- 
licity and sales research for the Missouri 
State Life at its home office, was in- 
jured seriously Monday when run down 
by a street car. At the Barnes Hospital 
where he was rushed immediately after 
the accident it was reported he had sus- 
tained a fracture of the skull, lascera- 
tions of the scalp and numerous cuts 
and bruises about the body. 

Mr. Licklider was returning from a 
model airplane contest conducted in 
Forest Park. His son, Robert, 14 years 
old, was one of the contestants and had 
won first prize in the tractor glide con- 
test. 


Mrs. Licklider and her sister wit- 
nessed the mishap. They were seated 
in the Licklider automobile. Mr. Lick- 


lider was on his way to the automobile 
when struck by the street car. He 
president of the Advertising Club 
St. Louis. 


is 


of 


Richard J. Shipley, agent for the 
Northwestern Mutual Life in St. Louis, 
proved himself a hero the afternoon of 
Labor Day when he saved a young 
woman, about 18 years of age, from 
drowning in an abandoned quarry on the 
farm of Former Governor Frederick D. 
Gardner in St. Charles County. 


Stricker Coles, the star performer of 
the New Orleans agency of the Mutual 
Life of New York and the largest pro- 
ducer for that company in the south, is 
spending his vacation in Chicago. In 
order not to get out of practice he is 
taking care of the insurance needs of 
some of his old friends and acquaint- 
ances in Chicago, placing his business 
through the R. E. Spaulding agency. 
Mr. Coles expects to sit in at the mil- 
lionaire producers round table at the 
National Association of Life Under- 
writers convention in Washington, Sept. 
25-27. 


When Charles Peet of the St. Paul 
agency of the Mutual Life of New York 
wants to do some real fishing, he does 
not let a matter of mileage bother him. 

Although Minnesota somewhat 
noted for the number of its good fishing 
lakes and streams, Mr. Peet scorned 
them this summer and went over to the 
fjords of Norway, where they fish for 
big fish and lots of them. 

Mr. Peet was the guest of George T. 
Slade, prominent railroad man and son- 
in-law of the late James J. Hill. Mr. 
Slade has a fishing camp on one of Nor- 


is 


Way's rivers. 
= 
William A. Mair of Louisville, Ken- 
tucky, agency supervisor for the New 


was severely cut 
week when the auto- 
he was riding was 
highway near New 
car turned over. 


England Mutual Life, 
and bruised this 
mobile in which 
crowded from the 
Castle, Ky., and the 


Signal distinction has been attained by 
L. C. Mersfelder, president-elect of the 
Oklahoma Association of Life Under- 
writers, in his five vears’ record as mem- 
ber of the Kiwanis Club. Mr. Mers- 
felder has not missed a club meeting 
within the five years of his membership 
in the Oklahoma City club, although he 
recalls many close calls. For two years 
he has been head of the junior police 
movement and frequently drove 150 or 
200 miles to Oklahoma City just in time 
to make the Kiwanis luncheon. 

When traveling his record remains 
unbroken. He carries a list of Kiwanis 
clubs in the state with time and place 


home he attends the nearest club. \M, 


Mersfelder had a 100 percent record x 


Albuquerque, N. M., for two years pr 
vious to his removal to Oklahoma Cit 


Secretary Walter F. Meiburg comple. 


ed 25 years’ service with the Guarant 
Life of Iowa last week and officer 
rectors and employes joined in honoring 
him on the anniversary. L. J. 
erty, vice-president and general 
ager, presented Mr. Meiburg with a set 
of golf clubs and fine fishing outfit « 
behalf of the officers and board. Augus 
F. Steffen, president, and others of the 
official staff, paid tribute to his efficienc 
at the program. 

Sixty representatives of the Sun Lif 
of Canada in Portland, Ore., attended a 
banquet honoring H. O. Leach and H 
M. Moore. Mr. Leach, who was forn 
erly superintendent of agencies for the 
United States, has recently been appoint 
ed general manager for Great Britai 
Mr. Moore was recently appointed sup 
erintendent of agencies west of the Mis- 
sissippi river. 

After an overseas trip that embrace 
two continents and particularly Egypt 
and the Holy Land, George F. Bennett, 
field assistant for the Equitable Life of 
New York in Hartford, and Mrs. Ben- 
nett have returned to Hartford. 

Landing at Madrid July 2, they went 
through Spain, then through Italy ¢ 
Turkey and Asia Minor. At Beirut they 
began a motor trip through Syria, Da 


mascus, Jerusalem and Alexandra 
thence sailing for Pisa and motoring 
from there through Switzerland am 


Germany to Paris. War had not begu 
during the four days they were in Jerv- 


salem but the spirit of hostility was 
marked. In Palestine they found the 
natives living in little villages for pro- 
tection instead of on isolated farms 
The Armenians have lost nothing oi 
their picturesque appearence. While 1 
Palestine Mr. and Mrs. Bennett pic- 
nicked by the Sea of Galilee an fish 
caught there. 


In tribute to Col. D. Gordon Hunter, 
retiring commander, the entire second 
battalion of the 169th infantry, Connectr- 
will form a guard 


cut National Guard, 
of honor preceding the regimental re- 
view in the state armory at Hartford, 


Friday night, Sept. 6 ; 

Col. Hunter, widely known in the i” 
surance world, is manager of the Phoen- 
ix Mutual home office agency and trai 
ing school. 


Miss A. V. Bowyer, San Francise 
correspondent for THE NATIONAL UNDER 
WRITER and executive secretary of the 
San Francisco Life Underwriters Ass0- 
ciation, has been appointed chairman 
the insurance committee of the safety 
conference of the California Develop- 
ment Association, now known as tit 
state chamber of commerce. Miss Bow: 
yer has been active in insurance circles 
in San Francisco for many years ane 
her selection by the development ass 
ciation to head this important commit: 
tee is welcomed by insurance executives 


The Bankers National Life of Jerse! 
City is carrying on a contest for i 
agency club this year. Joseph Stout © 
Chicago leads with $514,500 and Jame 
A. Silber, general agent at Philadelphia 
comes next with $300,061. The Quarte’ 
Million Club will make a trip to Havam 


ts big 





of their meetings, and if he can't get 





shortly after the first of the year. 
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LIFE AGENCY CHANGES 








GOLD, JR. MADE SUPERVISOR | 


Son of Jefferson Standard Official Given 
New Post in Company’s Home 
Office Agency 


The appointment of C. W. Gold, Jr., 
as supervisor of the home office agency 
of the Jefferson Standard Life of 
Greensboro, N. C., has been announced. 
He is the son of C. W. Gold, vice-pres- 
ident and treasurer and one of the found- 
ers of the Jefferson Standard. He is a 
graduate of the University of North 
Carolina and the Harvard Graduate 
School of Business Administration. He 
has been connected with the agency as 
a soliciting agent prior to becoming 
supervisor, and worked in the home 
ofice of the company during his vaca- 
tions while in college. 


The home office agency serves 16 
North Carolina counties, and in 1928 
paid for $7,700,000 of new _ business. 


A. R. Perkins, agency manager of the 
company, is also manager of the agency, 
while W. H. Andrews, Jr., is assistant 
manager. 


Prudent Agency 


and Joseph A. 
appointed general 

wents for the John Hancock Mutual 
Life in Hoboken, N. J., to open a new 
wdinary office under the name of the | 
Prudent Agency. Mr. Garibaldi has | 
ne of the largest real estate and general | 
insurance offices in Hudson County and 
has a large business clientele. He is a 
lirector in the Steneck Trust Company | 
as well. Mr. Caufield has a broad life | 
insurance experience, having been in the | 
wsiness over 25 years, formerly agency | 
superintendent for one of the ew | 
| 


Garibaldi 
been 


Joseph J. 
Caufield have 


ompanies. The two have opened a new 
fice, starting from scratch, and now 
have 15 men in the agency, with promise 
i alarge business at the outset. 


| Mr. Story will remain with 


| agents at Chicago, to represent the or- 


| Fort Worth, Tex., J. 


McNUTT RETIRES FROM POST 

Earle W. Bailey Appointed General 

Agent of the New England Mutual 
Life at Cleveland 


Harry F. McNutt, who has been with 
the New England Mutual 40 years and 
for the last 37 general agent at Cleve- 
land, has resigned owing to illness. He 
built up a large business and his gen- 
| eral agency took high rank in his sec- 
| tion. Earle W. Bailey, assistant super- 
intendent of agencies of the company, 
has been appointed to succeed Mr. Mc- 
Nutt. He is 37 years of age. 


J. Walter Slattery 


The Pan-American Life announces the 
appointment of J. Walter Slattery as 
manager of its Houston branch office. 
He is a life insurance man of many 
years of experience. Frank]. Story was 
the former manager at Houston, but re- 
signed to return to personal production 
the Pan- 
American as a member of the Houston 
agency. 

Montgomery & White 

The Western & Southern Life has ap- 

pointed Montgomery & White, general 


dinary department. 


J. H. Wynne 


The Pilot Life of Greensboro, N. C., 
has appointed a new general agent at 


H. Wynne. 
Life Agency Notes 


Alson FP. Taylor of Albany, N. Y., has 
taken charge of group insurance for the 
Metropolitan Life in that district 

Broleen & Brake, Sioux City, Ia., gen- 


eral agents for the Provident Mutual 
Life, have announced the appointment 
of Joseph M. Lockin, Aurelia, Ia., 
cial agent. He has been assigned Chero- 
kee and Buena Vista counties 


as spe- 
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GENERAL AGENTS DIVIDED, 


Undecided Over Whether Massachusetts | 
Agency Qualification Law Should 
Have Examination Requirements 


—— 
BOSTON, Sept. 5.—Life insurance | 
general agents here are somewhat di- | 
vided in their opinions as to whether the | 
present agent’s qualification law in | 
Massachusetts should have incorporated 

it the examination requirement | 
which at the present time jis enforced | 
mly by rule of the insurance commis- | 
sioner. As a matter of fact, a special | 
committee, selected from the general 
agents and managers round table here, 
8 considering the situation and they 
have arrived at some tentative plans. It 
will mean putting the teeth into the 
law by including therein the examination 
requirements. In other words, an ex- 
ammation of applicants for insurance 
icenses will be made compulsory and 
not left to the option of the insurance 
commissioner. 


Extend Cooperation 


W. E. Monk, who was commissioner 
when the ruling was made in 1927, took 
the stand that sufficient legal right was 
is to enforce such a requirement under 
he present wording of the law as fol- 
‘ws: “lhe commissioner shall, if he is 
‘atished that the appointee is a suitable 
aid competent person of full age and 
mends to hold himself out and carry 
on business in good faith as an insur- 
ance agent * * * issue him a license.” 
During the past year the committee 
®n education of the Boston Life Under- 





| panies 


| the 





writers Association has made some at- 
tempts to cooperate with the department 
of insurance to secure practical ques- 
tions and a regular revision so that the 
examinations, so far as the life com- 
were concerned, would better 
bring out the applicant’s knowledge of 
business. General agencies in the 
fire business have also lent their efforts 
in .a similar manner and the benefits of 
this assistance have been noted in the 
reduction of the number who failed to 
pass. 

The removal of the two year experi- 
ence requirement has had a tendency to 
slightly increase the number taking the 
examinations. It is considered to be 
unwise and a backward step to legis- 
late against examinations. Agents feel 
that it is proper to make this a re- 
quirement of the law, if it dncludes cer- 
tain exemptions, and provides the com- 
missioner with sufficient means to carry 
on the work without interfering with the 
duties of his regular force and should re- 
sult in the best agent's qualification law 
in the country. 


Holds New York Sales School 
The Victory Life of Chicago has just 


concluded the second of its salesman- 
ship schools in New York. The first 
was held in Chicago. Each school 


lasted for two weeks and was attended 
by agency managers and general agents 
and also agents who are equipped to 
later become agency managers. Attend- 
ing these conventions from the home 
office were Anthony Overton, president; 
J. E. Stamps, manager of agencies; V. D. 
Johnston, secretary; C. A. Shaw, assist- 
ant to the president; Richard Hill, at- 
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Territory— 


(Advertisement 5 of a series) 


Shield Men march forth to battle with the Shield 
button in their lapel symbolizing the protection 
and security given by National Life and Acci- 
dent policies—backed by an ably managed or- 
ganization—and competent to write policies fill- 
ing every life, accident and health need. 


An army of purposeful men of enthusiasm com- 
pletely equipped to care for all life insurance 
needs! Their battle ground extends from the 
Atlantic to the Pacific Ocean and from the Gulf 
of Mexico to the Great Lakes—the National Life 
and Accident is licensed to do business within 
this expansive territory. This great army of 
men find it profitable to wear the Shield button. 









It pays to be a Shield Man! 


NATIONAL 


Ee ee 
ACCIDENT 


INSURANCE 
COMPANY 


INCORPORATES 


SHIELDS 





TUNE IN 
ON w.S.M. 


NASHVILLE 
TENNESSEE 
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WANTED— 
A MAN! 


Possessing the following qualifications: 
AGE 35 or over, seasoned and a pro- 


- ducer. 
THREE years of life insurance experi- 
ence, 


Must be personally acquainted with at 
least 25 life agents. 


TO HIM— 
WE OFFER 


—The Highest commission for low cost 
participating insurance. 

—The services of an experienced field man, 
to help him in the field, appointing 
sub-agents, giving sales helps and to 


“PUT HIM OVER” 













Over $100,000,000 in Force 


We are particularly interested in Pennsylvania men. 
Write fully. We will not check references until after 
interview. 


Address M-50, care The National Underwriter 
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In Summer 































or in winter the representatives 
and policyholders of the Massa- 
chusetts Mutual enjoy not only 
the great resources and splendid 
facilities of this Company, but also 
that mutual counsel and co-opera- 
tion which make every relation- 
ship a definite advantage to all 
those who rely on our service. 











MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 
More than a Billion and Three-Quarters of Insurance in Force 


torney; and Julian Lewis, medical direc- 
tor. The schools consisted of classroom 
work in the morning and actual solicit- 
ing work in the afternoon. Mr. Stamps 
reports a very satisfactory volume 
of business was procured during the 
afternoons of the two-week period. Such 
subjects as managing, salesmanship, 
economics of life insurance, life insur- 
ance and business, social problems, 
analyzing life situations, human behavior 


and the relationship between agency 
managers and home offices were 
thoroughly discussed by the students 


and instructors. 





McBratney Up for Presidency 


H. H. McBratney is unopposed for 








the presidency of the Baltimore Lj, 
Underwriters Association, whicl yw 
elect officers at its annual meeting q 
Sept. 12, having been selected by th 
nominating committee to succeed F rien 
L. Wells. Other nominations include p 
Leo Talley, vice-president; G. S. Rober. 
son, secretary-treasurer; and R. Ear 
Greenlee, Perrin H. Lowrey, George A 
Myer, Arch W. Peake, Fred A. Savage 
Jr., and Friend L. Wells, members , 
the executive committee. 








Launches Estate Planning Board 


The Estate Planning Board of Rho& 
Island has been started in Providence 
by Robert Hunt, general agent for th 
New England Mutual Life. 











| CENTRAL WESTERN STATES 








MUST BE IN FORCE ONE YEAR 





Incontestable Clause Not Effective When 
Policyholder Died—Alleged Applica- 
tion Contained False Statements 





On Nov. 7, 1927, the insured made 
application in writing for a policy of 
$1,000 in appellant company. Appellant 
contends that certain of the material 
statements contained in the application 
were untrue and were fraudulently made 
and that appellant company did not 
know that any of said statements or rep- 
resentations were false and untrue until 
after the death of said insured, which 
occurred on May 16, 1928. The bill fur- 
ther charges that no administrator had 
been appointed for the estate of said in- 
sured; that appellant had been ready, 
able and willing to return the premium; 
that no action had been brought by the 
beneficiary to recover on said policy; 
that appellant is barred after one year 
from the date of said policy from con- 
testing the same, except for non-pay- 
ment of premiums. 

The question here is as to whether, 
the insured having died within one year 
from the issuance of said policy, the in- 
contestable clause means that in order 
to make said limitation effective, the in- 
sured must have lived one year after the 
date of said policy, as contended by 
appellee, or whether said provision 
limits the contesting of said policy to 
one year from its date, as contended by 
appellant. Held that the provision in 
the policy here involved clearly discloses 
that, before the incontestable clause shall 
take effect, limiting the right of appel- 
lant to contest its liability under said 
policy, the policy must have been in 
force for one year during the life of the 
insured. Inasmuch as said policy was 
not so in force appellant may make its 
defense in a court of law, should suit be 
brought, at any time hereafter, to re- 
cover on said policy. Dismissal of bill 
for cancellation of policy affirmed.—Chi- 
cago National Life vs. Carbaugh, Appel- 
late Ct., 2nd Dist. II. 





Holds Agency Meeting at Green Bay 


Joseph W. Jones, vice-president of the 
Franklin Life, Springfield, Ill., has been 
visiting the Moore & Moore agency, 
Green Bay, Wis. Mr. Jones conducted 
the first fall meeting of agents there 
Sept. 3. About 40 agents were in at- 
tendance. 





To Move to 49-Story Building 


The Mutual Life of New York agency 
in Chicago, in charge of Manager R. E. 
Spaulding, has completed plans to move 
into the new 1 La Salle building, corner 
of La Salle and Madison streets, when 
this big skyscraper is completed. Mr. 
Spaulding’s organization will occupy ap- 
proximately half of the 17th floor. A 
number of other agencies of big east- 
ern companies have completed arrange- 
ments for moving into the new building 
next spring. 














Mr. Spaulding’s agency closed its ac- 
count for August with a paid-for pro- 


duction of $1,343,000, or something more 
than 235 percent of its quota. Mr 
Spaulding reports business as much bet. 
ter than during the corresponding period 
a year ago. 





Brand Agency Shows Gains 


E. J. Brand & Co., general agents i 
the Lincoln National Life in Chicos 
have been showing a very fine increase in 
business. In July the Brand agency 
stood sixth in the entire cowntry and 
the August paid-for has gone consider. 
ably over the July volume. The agenc; 
is less than two years old. One agen: 
in July stood fifth in the country and 
another had the largest case written in 
the company by any agent. The Jul 
production was the largest of any month 
since the agency was organized. 





Grand Rapids Man Loses All License 


LANSING, MICH., Spt. 5.—C. S. Marsb- 
man, Grand Rapids agent, whose fire ani 
casualty license was suspended severa 
months ago when it was found that h 
had sold coverage in unauthorized “will 


eat” carriers, was eased completely ou 
of the insurance business during th 
past week when it was announced by 


department authorities that his life an 


health and accident licenses had bee 
revoked also. 

Marshman was allowed to retain the 
two licenses when the earlier action was 


taken as regards his fire and casualty 
certificates of authority. He was con- 
sidered, however, to be more or less o 
probation and the department has not 
been satisfied with his conduct since 
When it was decided that his remaining 


licenses should be revoked, he was 
given formal notification in order that 
he might use his statutory right to de- 
mand a hearing on the departments 
charges. No word was received, how- 


ever, so the department cancelled his }i- 
censes as of Sept. 3. He had lately bee 
representing the Pacific Mutual Life ané 
the Hoosier Casualty. 





MISSOURI VALLEY 























PROTEST KANSAS TAX CHANGE 
Domestic Companies Object to Being 
Put On Same Basis as Those 
From Outside State 





TOPEKA, KAN., Sept. 5.—The * 
surance companies domiciled in Kansé 
are preparing to make a strenuous fight 
against the proposal of the tax code 
commission to place the —— com 
panies on the same premium tax bas 
as those incorporated outside t re state 


A 2 percent premium tax on the Kansi 
companies would raise appro -imately 
$250,000 in additional taxes. At present 


the tax code commission does not set 
any reason why the domestic c mpanit 
should not pay the same tax as the for 
eign companies. 

The domestic companies were givens f 
hearing before the commission, * 
which they set out the many reaso™ 
why the local companies should not be E 
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taxed. They urged that the local com- 
panies are all small and have a hard 
time competing with the bigger and 
older eastern companies and that plac- 
ing the 2 percent tax on them would 
simply make competition harder for 
Kansas companies. They urged that 
the tax Was never imposed on the Kan- 
sas companies, purely for the purpose 
of giving the local companies a slight 
advantage and to promote the establish- 
ment of companies in this state. 

The companies presented a_ table 
showing the premium incomes on Kan- 
sas business on the basis of 1928 as fol- 
lows: Fire insurance, $366,090; casualty, 
$322,759: life, $6,395,534; fraternal, $3,- 
976,772; mutual associations, $143,875; 
hail, $247,543; mutual fire, $1,024,208; 
total, $11,776,781. 

The tax code commission was author- 
ized by the 1929 legislature to study the 
tax question and submit plans for revis- 
ing the tax laws, raising additional reve- 
nues and particularly to remove part of 
the tax burden from the land and place 
it in upon other forms of property. 





NEBRASKA DEPARTMENT HEAD 
NOT SELECTED BY GOVERNOR 





LINCOLN, NEB.—Governor Weaver 
has not yet acted upon the urgent re- 
quest of insurance leaders in _ all 
branches that a permanent head for the 
state insurance department be selected. 
The last ten days influences have been 
brought to bear to secure the considera- 
tion of the name of J. M. Tegarden of 
Weeping Water, but no indication was 
given that he would be named. Mr. 
Tegarden has been active in politics for 
a number of years, and while he has 


been a director of the Nebraska Farm- 
ers’ Mutual for a number of years, he 
has had no direct contact with the busi- 
ness and no active experience in other 
lines than that of local agent of fire 
and casualty companies in connection 
with his business as a real estate man. 





Topeka Association Meets 


The Life Underwriters Association of 
Topeka began its season with the regu- 
lar meeting last Saturday when plans 
were made for the program for the 
year and the delegates and alternates 
from the association chosen for the Na- 
tional association convention at Wash- 
ington. The Topeka association does 
not hold regular meetings during the 
summer months and this year it is get- 
ting started on the regular Saturday 
luncheon meetings earlier than usual. 





Reliance Life’s St. Louis School 


The Reliance Life of Pittsburgh is 
holding a sales school in St. Louis, 
opened Sept. 3 and continuing for 16 
weeks. Classes are held Tuesday and 
Friday evenings. The staff of instruc- 
tors includes M. D. Flavin, supervisor; 
Roy E. Garrett, Charles A. Pitzer, Leo 
Brenner, Rolle E. Florida, F. H. Schuer- 
mann, D. R. Becker, V. A. Kramer, 
Harry Carlyon, R W. Turner and Les- 
lie L. Ellis. L. L. Rozenburg is edu- 
cational director. 





Outlines Association’s Plans 
Claude Fisher, president of the Des 
Moines Association of Life Under- 
writers, held an executive board meet- 
ing last week and outlined plans for the 
‘ coming fall and winter. 
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CAMPBELL’S MEN AT MEETING 





Convention of Aetna Life Agents Hon- 
ored Their Chief at the Biloxi, 
Miss., Gathering 





_Nineteen members of the Gordon H. 
Campbell general agency at Little Rock 
have just returned from the Aetna Life 
annual convention at Biloxi, Miss. For 
years the Campbell agency, known 
countrywide as “The Campbell Clan,” 
has been one of the largest life general 
agencies in territory outside the metro- 
politan centers, and has consistently led 
in Arkansas with an annual production 
ot paid ordinary business of from $10,- 
500,000 to $18,500,000. The Campbell 
agency now has over $60,000,000 of bus- 
inéss on its books. 


Qualify 13 Agents 


ft the convention this year the 
Campbell Clan” qualified 13 field agents, 
Or three more than were qualified by 
any other of the 86 general agencies. 
This honor has drawn striking comment 
irom the home office. The field men 
who exceeded the requirements and 
were taken to the convention as the 
Suests of Mr. Campbell were Joe S. 
Maryman, J. C. Patterson, T. C. Li- 
gon, |. H. Derby, L. Jack Menton, S. 
ynne, E, P. Walsh, L. E. War- 


ren, M. E. Milestone, W. S. Brown, D. 
~ Pi well, J. R. Nixon and R. H. Haag. 
n addition to these star producers those 


making the trip included Gordon H. 
Campbell, general agent, Rex Bixby, 
“gency supervisor, H. D. Edwards and 

. Throgmorton, field supervisors. 
Associate General Agents Fred E. Le- 
laurin and W. W. Teekell from Louisi- 

ined the party at Biloxi. 
the aang = =. the ane = 

Surprise birthday party given Mr. 
Campbell. The fact that the day of the 









Big Chief of Clan 














GORDON H. CAMPBELL 








banquet was Mr. Campbell's birthday 
fitted happily into the convention ar- 
rangements and officials and the entire 
group united in paying tribute to Mr. 
Campbell, who is general chairman of 
the company’s southern division. His 
agency force had quietly proceeded to 
produce a record volume the first two 
weeks of August in his honor and these 
totals were read at the banquet. Joe S. 
Maryman, who for 10 years has aver- 
aged over $1,000,000 a year, discussed 








his unusual sales methods, and H. D. 








Size doesn’t matter— 


as long as the record of achievements 
of the company are something of which 
to be proud. 


You will find this true in the Guar- 
anty Life. Its friendly spirit of co- 
operation makes it a company well 
worth the consideration of any con- 
scientious life underwriter. 


L. J. Dougherty, Vice-Pres. & Gen. Mar. 


“Ka 


GUARANTY LIFE 
INSURANCE COMPANY 


DAVENPORT, IOWA 




















Perfect Cooperation 


Boom!! The great boat race of the season was on. 
One fragile shell took the lead. A wiry little coxswain 
was in control. The stroke caught the time and passed 
it on to the oarsmen, faster and faster. Down the 
course they flew, perfect unity in every movement, to 
a beautiful finish. 


Perfect cooperation of the different departments of 
this company with her field men guarantee the founda- 
tion of success. If you are interested in Life Under- 
writing you will find it pays to be friendly with the 


PEOPLES LIFE INSURANCE CO. 
“The Friendly Company” 
FRANKFORT INDIANA 
Opportunities in Indiana, Illinois, Ohio, Michigan 
Tennessee, Arkansas, Iowa, California and Texas 
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UNLIMITED OPPORTUNITIES 


You will like our liberal first- 
year and renewal commission 
contract direct with the home 
office. It gives you the right to 
sell men, women, and children 
real protection on a low-cost 
participating or non-participat- 
HOME OFFIC! ing basis. 

















Just glance over this list: 


Participating Policies for Women Modified Life 

Non-Participating Child’s Educational Low Cost Term 

Sub-Standard Juvenile Policies Double Indemnity 

Preferred Risk 6%, Guaranteed Disability Income 

Pay-Roll Deduction Income Premium Waiver 

Monthly Premium Life Income 5% on Policy 
Age Limits: Records 


1 Day to 65 Years 


Ask for further information 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


JULIAN PRICE (GREENSBORO 
President North Carolina 


MORE THAN 350 MILLIONS IN FORCE 











U NDE RW RITER 


‘Edwards outlined the unique sales aids 
provided for the members of the “Camp- 
bell Clan.” 





Hold District Meeting 


The Kentucky State Life of Louis- 
ville held a two-days’ school of instruc- 
tion and training for its agents in the 
Shelbyville, Ky., district last week. Rev. 
W. W. Horner, who recently was made 
general agent with headquarters in 
Shelbyville, and Bailey W. Newton, 
who recently severed his connections 
with an industrial company of Louis- 
ville and joined the Kentucky State 
Life, were in charge of the school, 


Killed by Husband; Held Accident 


A court at Texarkana, Tex., has ruled 
that the death of a man, killed by a 
husband while he is paying attention to 
the latter’s wife, is accidental. The court 
awarded insurance of $23,450 to the 
widow of a Lanesville, Tex., doctor, 
who was killed in 1927 after making im- 
proper advances to his slayer's wife. 

The insurance company contended 
that double indemnity should not be paid 
under the policy, the testimony having 
shown that the doctor had been warned 
by the husband. It was the opinion of 
the insurance company that it was im- 
possible to call the death an accidental 
one. 





First Meeting Date Set 


L.. C. Mersfelder, president-clect of the 
Oklahoma Association of Life Under- 
writers, has announced that the first 
meeting of the season will be held 
Sept. 14. 

Plans for the year’s work will be out- 
lined at a meeting of the executive board 
Sept 9. Programs for the season are 
in charge of George FE. Lackey. The ex- 
ecutive committee for the vear comprises 
Mr. Mersfelder, Kansas City Life: Rob- 
ert H. Carter, Connecticut Mutual, vice- 
president; Josephine Lincoln, Equitable, 
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secretary; Arthur Wood, New Yo, 
Life, treasurer; C. C. Day, Pacitic My. 
tual, national committeeman; Hom. 
Jamison, Equitable, retiring presides 
and chairman of attendance: and 4 
following committee chairmen: Ceorg 
FE. Lackey, Massachusetts Mutual, pr, 
gram; E. Guy Owens, Mutual Life, edy 
cation; J. O. Mattison, State Life of Jp. 
diana, finance; J. B. Rogers, Lincoln Ny 
tional, reception; Marmaduke Corby, 
Central States Life, speakers: and Le 

Willits, Northwestern Mutual, pubtici 


Come Under New Law 


The Texas board of insurance co, 
missioners has granted permission to ¢! 
Dorsevy-Way Mutual Life Associat 1ON ¢ 
Nacogdoches, Tex., to do business } 
Texas under the new mutual insuran 
law. This is the 13th company to x 
qualify under restrictions of the ney 
statute, 


Oklahoma License Revoked 
The license of C. A. Tiger of Ard. 
more has been revoked by default by 
the Oklahoma insurance board. My 
Tiger was charged with failure to re. 
fund premiums on declined — business 
while writing insurance for the Souther 
Union Life of Texas. He is now asso- 

ciated with the Reserve Loan Lik 


Allin to Qualify This Week 





Announcement is made that Bush W 
Allin of Harrods burg, Ky., will qualify 
as insurance commissioner "of Kentucky 
this week. He was appointed following 
the resignation of Shelton M. Saufley, 
but as Mr. Allin was engaged in the in 
surance business he could not qualify 
until he disposed of that business. It is 
said that he has disposed of that busi- 
ness and is now ready to become con- 
missioner, In the interim Arch Pul 





liam, deputy commissioner under Mr 
Saufley, has been acting commissioner 
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Opportunity Is Knocking at 
the Door of Six Men 


Each man between the ages of 30 and 45. 


Each of whom has had three years or more of SUCCESSFUL 
life insurance experience; has ability and character, and is willing 
to devote his entire effort to the organization and development of a 
general agency of his own, under 

A GENERAL AGENCY CONTRACT WHICH MEANS 

Larger first year commissions, 

Longer renewals, 

Larger overwriting commissions 

All standard forms of policies 

(Participating and Non-Participating) 

Liberal disability benefits 

Double indemnity benefit 

Guaranteed annual reduction in the premium 

Also cash dividends 

Low net cost 

Real Home Office Service 

To these six men the following general agencies are 
now available: 


Grand Rapids Western Michigan 


Lansing a Central Michigan 
Detroit & Flint — Eastern Michigan 
Cleveland = Northern Ohio 
Columbus — Central Ohio 
Cincinnati =e Southern Ohio 


If you are the man_ listening for this 
knock at your door, write, giving us a pic- 
ture of yourself and your experience. 


We will not check references until after 
interview. 


All communications in confidence. 


Address N-2, The National Underwriter. 











PACIFIC COAST AND MOUNTAIN 








WYOMING OFFICIAL PRAISED 





Commissioner Thulemeyer Elicits Com- 
mendation on His Record From the 
Press of His State 





The Wyoming “State Tribune” the 
other day ran an editorial on Theodore 
Thulemeyer, the insurance com mis- 
sioner. Mr. Thulemeyer is making good 
in his position. He was district man- 
ager of the Mutual Life of New York 
for Cheyenne for a number of years. 
He is thoroughly familiar with legis- 
lative work. The editorial stated that 
when he accepted appointment he had 
well defined and positive ideas regard- 
ing why the office existed and how it 
should be administered. The editorial 
said that if every public officer had the 
same conception of the responsibility of 
public ‘office that inspires Mr. Thule- 
meyer and exercised it with equal in- 
telligence and courage the whole struc- 
ture of government would be imbued 
with new significance in the public mind. 





Challiss on Long Trip 


Arthur H. Challiss, general agent for 
the Massachusetts Mytual Life for 
Washington, left Seattle for an extended 
trip through the midwestern and eastern 
states. He expects to visit a number of 
the company’s agencies en route, for the 
purpose of accumulating new ideas and 
information, including those at Minne- 
apolis, St. Louis, Salt Lake, Detroit, Den- 
ver, Kansas City, Cincinnati, Washing- 
ton, D. C. and Boston. He will 
attend the annual convention of Massa- 
chusetts Mutual representatives at 
Swampscott, Mass., Sept. 16-18. Mr. 
Challiss expects to return to Seattle 














about Oct. 1 








COMPANY NOW MUTUALIZED 
Oregon Life Has Retired Its Capital of 
$100,000—Operates in Four 

States 





Final details in connection with the 
mutlaization of the Oregon Life wer 


consummated last week. The capi 
amounting to $100,000 has been retire 
at its par value. The company starte: 


as a mutual Sept. 1. It is the 
mutual company west of the Rock 
mountains. C. S. Samuel is the genera 
manager. It operates in Oregon, Was> 
ington, Idaho and California. The c 
pany will now be known as the Orego: 
Mutual Life. James B. Kerr, we 
known Portland attorney, and Edwar 
H. Geary, vice-president of the Fits 
National Bank of Portland, have |! 
elected on the board. 








Peterson Has Successful Month 
The San Francisco office of 
Phoenix Mutual Life had a very succes 
ful month in July. All but three me= 





THERE IS ALWAYS AN ULTIMATE CHOICE 











On the historic North Shore 
Every recreational feature 
Booklet * * 


E.R. GRABOW, Chairman of the Board 


CLEMENT E. KENNEDY - ~ President 



























Ard- 
lt by 
Mr 
to re. 
SITMESS 
itherr 
asso- 


sh W 
jualify 
itucky 
owing 
iufley, 
he in- 
jualify 
It is 
busi- 
com: 
Pul- 
r Mr 


sioner 








yer 6, 1929 


epter I 


—— 





agency made their quota last 


ers of t : 

nth. agency led the United 
ates in the percentage of quota at- 
ined, having made 145 per cent. Ac- 
ording to Clarence W. Peterson, man- 
ver, if the agency keeps up its present 
ace it will write more than twice as 
ych in premiums this year as in 1928. 
» the Phoenix Mutual managers’ effi- 
‘ency contest, which runs from Jan, 1 
., Dec the San Francisco agency 
sands i vhth place. 


Court Rules Out Unlicensed Agent 


fact that the Arizona 
all insurance agents in 
licensed for cach « 


f the 


In wie 


tutes require 


state to be om 


ny the represent, Judge Jacobs in 
federal court at V’rescott, Ariz., 
ids that an agent cannot maintain suit 
rf premiums against a company tor 
hich he was not licensed. T. E. Me 


yilough brought suit against the Aetna 
fe, alleging that in 1927 he acted as 
hb. agent in the sale of a group life and 





cident policy covering all employes of | 
he United Verde Copper Company and | 
hat he was entitled to a commission of | 


-500. He admitted in court that he 
cd no license for that company at the 


me the sale was made and the court | 


wed that he had no claim on any bene- 
B. that might be derived from the 
ransaction. 


Western States Agents Meet 


fhe El Dorado Club of the Western 
Biates Life of San 
nual convention at Lake Tahoe last 
eck with three days of business con- 
ferences and a wide program of enter 
Rinment. l’resident Marshall Harris at- 


| San 





LIFE |] 


tended and made the principal address 
on the company’s plans and program 
Arrangements for the convention were 
made by C. W. Hollebaugh, field secre- 
tary. 

Reliance Life Officials in West 

Ten home office executives of the Re- 
liance Life of Pittsburgh attended the 
convention in Yellowstone National 
Park of the company’s leading pro- 
ducers in the western half of the United 
States. 

The delegation consisted of Vice 
Presidents O. M. Eakins and E. G. Mc- 
Cormack, Superintendent of Agencies 
W. L. Wilhoite, Assistant Treasurer W. 
J. Snodgrass, Assistant Secretaries T. 
J. McKenna and James H. Layton, B. 
I’, Sichelsteil, accident and health under- 
writer; R. C. Braun, advertising man- 
ager; R. C. Kneil, manager of the re- 
newal collections department; Robert E. 
Wood, publicity director, and E. J. 
Schellentrager and Saul Alexandre, two 
of the company’s million dollar pro- 
ducers. 

Fire Company Offers Life Service 

William L. Wallace, vice-president of 
the Associated Fire & Marine of San 
Francisco, announced to local brokers 
last week that arrangements had been 
made with the Western States Life of 
Francisco, whereby the fire com- 


| pany will provide for brokers a com- 
| plete life insurance service with the as- 
| sistance of trained life underwriters. 


Francisco ‘held its | 


| 
| 


Commissioner’s Authority Upheld 


The insurance commissioner of Cali- 
fornia not only has the right but it is 
his duty to examine all insurance com- 








ACTUARIES 








CALIFORNIA 





Barrett N. Coates Cart E. Herrurtn 


C oaTES & HERFURTH 


CONSULTING ACTUARIES 


114 Sansome Street 437 So. Hill Street 
SAN FRANCISCO LOS ANGELES 





ILLINOIS 


D ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
190 N. La Salle St. 
Telephone State 7288 
CHICAGO, ILL. 











ENRY R. CORBETT 


Actuary 
Specializing on Pension Funds 
17S W. Jackson Blvd. CHICAGO 








L A. GLOVER & CO. 
. 


Actuaries 
28 North Wells Street, Chicage 


Life Insurance Accountants 














Statisticians 
'NDIANA 
HAcHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 





ee 


H ARRY C. MARVIN 
Consulting Actuary 
185 North Meridian St. 
INDIANAPOLIS, INDIANA 
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1OWA 





RSTON L. MARSHALL 
CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 





MISSOURI 


LEXANDER C. GOOD 
Consulting Actuary 

404 R. A. Long Bldg. 

Tel. No. Harrison 4899 
Kansas City, Mo. 











J OHN E. HIGDON 


ACTUARY 
317 Shukert Bidg 


» Mo. 
1616 Chemical B — Mo. 


Kansas 
~ St. Louis, 





NEW YORK 





Mi M. Dawson & Sos 


CONSULTING 
ACTUARIES 


ts W. «4th St. New York City 








OODWARD, FONDIL- 
LER and RYAN 
Consulting Actuaries 
Insurance Accountants 
Richard Fondiller Harwood B. Ryas 
Jonathan G. Shorp 


75 Fulton Street 
New York 





OKLAHOMA 


J. McCOMB 
e .COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves , Surrender 
Values, etc., Calculated. Valuations 
and Examinations Made. Policies 
end all Life Insurance Forms Pre- 
red. The Law of Insurance @ 


Specialty. 
Coleord Bidg. OKLAHOMA CITY 
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A POLICY YOU CAN SELL 


Our Company offers complete protection. 


$5,000 
ALL IN ONE POLICY 


Get AEE GORD onic <scctndcneeseesssacanes $ 5,000 
St ME GE ck ss cccnsdsnwnsosunséenne 10,000 
Cee GE ME nd cacccecacdeavacatecs 15,000 


Accident Benefits $50 per WEEK for fifty-two weeks 
$25 per WEEK thereafter (non-cancellable) 
Disability Income, Waiver of Premiums, etc. 


Also $5,000 “Preferred Risk” Policy—high value—low 
premiums; age 35, $19.91 per $1,000. Endowment Age 
85—Juveniles age 10 years and upward—Monthly Ina- 
come—Non-medical. 


Insures and assures your client’s future and yours. 


Are you interested in an agency? Our Vice-President 
Eugene E. Reed, will tell you all about it. Write 
him direct ... and directly. 


UNITED LIFE 


Concord 








AND ACCIDENT 
INSURANCE COMPANY 


New Hampshire 


Inquire! 





rs 


Liberal policies 


Good territory 





T-H-E 
co TI SUCCESSFUL 
9a Agency—Building w- NATRONA 
I-D-E-A-L Co-Operation from -- AGENCIES 


Home Office 


Efficient Claims 
Service 





~ ¥ 


Are you making PROGRESS? If not, are you wil- 
ling to spend TWO CENTS to learn WHY National 
Casualty salesmen forge ahead continually? 

We have a full line of Commercial, Industrial, Group 
and Deferred Payment Accident and Health policies. A 
connection with this company will be the TURNING 
POINT IN YOUR LIFE, 


NATIONAL CASUALTY COMPANY 
Detroit, Michigan 
W. G. Curtis, President 
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Changing Conditions 


Yo 
YY < 


Changing conditions require new meth- 
ods and new modes of business. Yes- 
terday’s standards will not fill the bill 
today. The Des Moines Life and An- 
nuity Company is constantly prepar- 
ing new policies to meet new condi- 
tions and devising better ways of serv- 
ing all policyholders to a better ad- 
vantage. 





“This is the Company of 
Co-operation” 






Do you need our help? 
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Active Markets in 


Insurance Stocks 
Bank Stocks 


Miller Investment Company 
120 So. La Salle St., Chicago 


Telephone Franklin 7888 
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Ai good it performs 
years Tue Mutua Lire 
American Company,” has 
degree of its service. In 
broadens. 


according to the natural 


34 Nassau Street 


DAVID F. BOUSTON 
resident 








‘‘In This Way We Measure”’ 


LIFE INSURANCE COMPANY may well measure its success by 


rather than by great size. Through eighty-six 
InNsuRANCE CoMPANY OF New York, the “first 
measured its success by the scope, manner and 
such a way it is measuring now as its service 


Issuance of contracts of all standard forms, substantial dividends, 
income settlement provisions, Disability and Double Indemnity Benefits, 
and prompt payments and practices for convenience of members are 
embraced in its present service. 

It welcomes as field representatives those who know that success is 


law of compensation—that the best comes to 


those who give out the best of themselves. 


The Mutual Life Insurance Company 


of New York 
New York, N. Y. 


GEORGE K. SARGENT 
2nd Vice-President 
and Manager of Agencies 











































IT CONCERNS 
GENERAL 
AGENCIES 





















California 
Illinois 
lowa 
Michigan 





Oxpforiern 


ince Company of America 


MILWAUKEE, WIS. 


Is operating in the following states: 


Minnesota South Dakota 
Ohio Texas 
Oklahoma Washington 
Oregon Wisconsin 
Pennsylvania 


LIFE, ACCIDENT & HEALTH INSURANCE 
Drop Us a Line if Unattached 














panies desiring to operate in the state, 
according to an opinion given him by 
Frank L. Guerena, recently appointed 
attorney for the department. Recently 







the right was questioned and Comp, 

sioner Mitchell desired to have » 
ficial ruling made for future « DNtingey 
cies. 7 











_ NEWS ABOUT 
| 





Policy Literature. Rate Books, etc. 
Digest” 


PRICE, $4.00 and $2.00 respectively. 





LIFE POLICIES 


New Policies, Deehinn Rates, Dividends, Seeniien’ Vides. and all Changes in fgg this 8 
Supplementing the * 
and “Little Gem,” Published Annually in May and April respectively, 





‘Unique Manual. 








PREPARE NEW RATE BOOK | 


California State Life to Offer Aamaity | 
Contracts After Jan. 1—Plan Se- | 
lected Risk Policy 





The California State Life is in pre- 
paring a new rate book which will be 
available about Jan. 1. At that time 
two new policy forms, it is contem- 
plated, will be presented. 

One will be a retirement annuity con- | 
tract under which annuities may begin | 
at age 55, 60, 65 or 70, the amount of | 
annuities to be quoted for both male and 
female lives. Premiums will be payable 
during the entire period of deferment, 
and rates to be quoted for all ages from | 
10 to such an age that the minimum pre- 
mium term will be 10 years. These con- | 
tracts will contain cash and loan values 
as well as paid-up annuity values, and | 
all values will be available after three 
premiums have been paid. Paid-up an- 
nuity values will become operative auto- 
matically in event of premium default. 
All annuities will be payable monthly 
and contracts will be issued the pur- 


chaser for one of two types of an- 
nuities, either straight life or cash re- 
fund. 


The other new policy which is being 
considered is a low rate term policy to 
age 65 or 70 for select male risks only, 
to be issued between the ages 21 to 55, 
with liberal options for conversion to 
higher premium forms of contracts. 
This policy will contain surrender values 
available after the end of three years, 
in cash paid-up life insurance or ex- 
tended term insurance. As in all other 
of company’s policies, extended term in- 
surance will have the automatic non- 
forfeiture value. 

Beginning Jan. 1, the California State 
Life expects to write business on a 
monthly premium basis, minimum 
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monthly premium which will be cong’ ., 
|ered being $5, and with provision 4 a. i 
the first monthly premium in cash p ther th 
| be collected with the application, he asses: 
» h > st 
Western States Life poly the 
The Western States Life has Bhe depar 
nounced new 20-year endowment and iernals 
payment life coupon saving juvenile; In othe 
icies, which provide for waiver of » e two-} 
mium in case of disability or deat onder th 
the parent or guardian. Ten conver privilege 
options are offered at ages 18 and! perate 1 
The death benefits are graded up t ust be 
fifth year. Ration of 
bs there i 
Illinois Life parent 
Two new policies, both juv nile f Tex: 
were announced by President Bf } 
Stevens of the Illinois Life at the Texas r 
convention of the $100,000 Club mife & Ac 
Each of these forms is listed Bays’ CONV 
child's endowment at 60, one being me 100 
continuous premium and the othera chief 
payment policy. Bievenson 
It will be issued on an increasing Ber of tl 
surance basis in multiples of $500 y w H. Ju 
the maximum amount, which is #2 Bnd mana 
Waiver of future premiums in the ¢ 
of the total and permanent disabilit Pi 
the parent or guardian is provided 
A table of rates under each f The Pio 
lows: ds issuing 
Continuous Premium dative dis: 
A ge rae mPloyed 
Rath Wi: Se evacactacadcccansccen $1 pown to a 
Prrrrireirite Tero ] man 
Bedoeseeeseeennecens ental bod 
Sakata eacan Kei as S non-ea! 
Dees e newer eeneenes s paid 
Cows ceccccecececens ii Apes 
zooens speceesescens ove 280 the 
2 OP Bev cee veces ose or $1,500 
20 Payment F for $ 
Ag Ragpnd $60 
Less than 1 TTT TTT TTT CTT TTT TTT $2 
EERE ER ‘ 
cacus gelaaidaaeaeee: gent 
Di irieacea bee ew eee 
er ee 
ivsceebeesaenesiens 
9 OF MOTE... cccccccese OR 
ersonal | 
eS 7 ourse pre 
HEALTH FIELD devmed 
breakdown 
idered, si 











MAKE ORGANIZATION PLANS 





Detroit Accident & Health Club Com- 
pletes Atrangements for Forming | 
National Body Next Week 





DETROIT, Sept. 5—At a meeting 
Monday of the Accident & Health Man- 
agers Club of Detroit with 25 members 
in attendance, final arrangements were 
made for the organization of a national 
affiliation of accident and health man- 
agers clubs, which is to be accomplished 
in connection with the annual conven- 
tion of the National Association of In- 
surance Agents here next week. 

J. P. Collins, agency supervisor of the 
National Casualty and secretary of the 
club, was a pioneer in the promoting of 
the national association and will act as 
general charman in charge of arrange- 
ments. A suite of rooms will be main- 
tained at the headquarters hotel during 
the meeting, where all visiting accident 
and health men will be welcomed. Mr. 
Collins plans to have a charter book in 
the suite so that all delegates from acci- 
dent and health managers clubs may 
sign as charter members of the national 
organization. 

President E. H. McFarland appointed 
a nominating committee consisting of 
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George Brown, chairman; W. L. Ros 
General Accident, and Bert Stahl, * 
eral Life. 








C. M. Biscay to Speak 


Charles M. Biscay, manager oré 
department of the Western & 5« 
Life of Cincinnati,, has been inv! 
address the annual meeting of the - 
dustrial Insurers Conference at Me 
Ala., Nov. 12. This conference 15 ¢ 




















posed of 33 industrial life, health Ear 

accident companies with a com: “Wy 

premium income of over $35,000; __ when 

year. Pounts o: 

, s importa 

Covering Air Pilots “a tha 

The Air Travelers Insurance ‘ aa estments. 

recently organized with hon me the 

1813 Main stret, Dallas, Tex., hich ch, 

a fliers’ special accident weit SHO 

licensed pilots with more tha! 

to their credit, which provides © 

death benefit and $200 per mon ‘ 

dent indemnity for a pren : 





per year or $15 per quarter. 
a student pilots’ policy, wh 
half the benefits of the major P 
the same premium rate. 

The company is also issul 
automobile and travel acciden 
which includes losses sust 3 
riding as a fare paying passene © 
licensed airplane, flown by a +" 
transport pilot. This poli 
$5,000 principal sum and $! 
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Must Decide On Its Status 


PIERRE, S. D., Sept. 5.—Commissioner 
ewis has ‘issued an order requiring the 
railway Mail Association to bring its 


laws into harmony with the laws of 
7 uth Dakota to continue to do business 


this state 


th r appare ntly the association desires to 
anu ‘under the fraternal laws of South 
etively, akota and by by-law limit claims for 
ability to two years after the occur- 
“nee of an accident. The holding is 
nat if the organization desires to work 
nder the fraternal laws of South Da- 
be consi a, i governed by the general law, 
Vision th th a six-year limitation of claims. 
cash m ther this or it should qualify under 
ion to assessment accident insurance laws 
, bf the state. This would allow it to 
» the two-year limitation of claims, 
8 : would place it under regulation by 
has e department other than that on fra- 
nt and ils 
venile In other words, if it desires to apply 
er of e two-year limitation it must come 
t deat ynder th regulations allowing such 
con rivilegé If it desires to continue to 
18 erate under the fraternal laws, it 
ul must be governed by the six-year limi- 
tation of claims under the general laws, 
Bs there is no limitation provision in the 
? aaveal laws. 
- Texas Superintendents Meet 
J 
the Texas representatives of the National 
ib e & Accident of Nashville held a two 
ted bv’ convention at Galveston last week. 
e be me 100 superintendents were present 
ther e chief addresses were made by E. B 
Rievenson, Jr., vice-president and mana- 
easing ger of the ordinary department, and 
$500 y Ww. H. Julian of Dallas, vice-president 
is $2 nd manager of the Texas division. 
the ¢ — 
od Pioneer Has New Policy 
f The Pioneer Casualty of Los Angeles 
Is issuing a new policy called the “cumu- 
ative disability policy.” It is sold to 
mployed men and women in Classes AA 
summpown to and including E of the confer- 
a manual. It contains the “acci- 
ental bodily injury” insuring clause and 
s non-cancellable for period premium 
s paid For $1,000 principal sum and 
3¢ monthly indemnity, the premium is 
2150 the first year and $30 thereafter; 
$1,500 and $75 per month, $48.75 and 
; for $2,000 and $100 per month, $70 
nd $60 


como. 
HOU, 





Agents Advised 
on Disability 


(CONTINUED FROM PAGE 4) 


history of insanity would of 
ourse prevent disability coverage. Fam- 
ly history of insanity, epilepsy, nervous 
breakdowns, etec., also has to be con- 
idered, since mental and nervous dis- 
Fases may show an hereditary tendency. 
hetumatism of different kinds and in- 
ections resulting therein require investi- 
Bation as to their nature and history. 
' “Occupational hazards are important. 
»ome prevent the allowance of the bene- 
t entirely for certain occupations. 
Others permit it, but at an increased 
remium. Stability of employment and 
steadiness of income are important fac- 
ors. For example, farmers are consid- 


red more hazardous risks than business 
en. 













ersonal 









Earned Income Important 


t When you get up into the higher 
; lounts of insurance the earned income 





Ss mportant, by earned income being 
Meant that received as salary, wages, 
handy .— from income from in- 
= $ he larger the earned in- 
me the smi aller the percentage of it 


iid be allowed as monthly in- 


ility benefit. 
man is ear 





For example, if 
, ning $200 a month a com- 
‘ ty might allow him disability benefits 
’ 75 percent of that amount 
he were earning $500 a month 
t be allowed over 50 or 60 
he probability of decreasing 
older years must also be 
account. For example, there 
moral hazard in the case 
prminati. cupation involving possible 
mecity 9 on of or reduction in earning 

‘'Y around age 60 when most dis- 















ability coverages cease. The insured may 


decide about age 59 that it would be | duly strict. 


very nice to retire on a lifetime pension 
from an insurance company and he 
might be able to supply sufficient proofs 
to necessitate the company meeting his 
wishes. 


Points Agents Should Keep in Mind 


25 

alin’ mean that we are incorrect or un-| other towards overweights. By that I 
That same company might | mean that while both companies would 

| be more strict than our company in con-| claim they are equally careful towards 
nection with another class of risk. All| both classes of risks yet one believes 
companies do not have the same stand- | that underweights should be graded into 


| classes of risks, e. 


“Naturally if only one element of extra | 


hazard is involved the benefit may be 
granted or onlv rated a small amount, 
while if there a combination of ad- 
verse features this might not be per- 
missible. It may not be possible for the 
agent to know in advance some of the 
extra hazardous features, but he should 
be able to consider such items at least 
as underweight and occupation. 
appear uncertain he should consider the 
advisability of mentioning the benefit at 
all or if the prospect inquires about the 
benefit or the adverse facts develop only 
after the agent has advocated the benefit, 
then he should prepare the prospect in 
advance for the possibility that it may be 
granted only at a special premium or 
possibly not at all. In this way he 
makes more easy the later delivery of the 
policy. 

“When it comes to undesirable 
tures which can not be known in 
vance to the agent, I’d like to emphasize 
that if home office advises you that such 
a benefit can not be granted or must be 
rated, the decision is based on the facts 
disclosed and on the experience of not 
merely this company but the combined 
experience of many companies. Bear 
with the underwriting department, which 
is merely trying to evaluate the risk to 
the best of its knowledge as to what is 
necessary. 


is 


fea- 


Do Not Have Same Standards 


ad- | 


“Keep also in mind that merely be- | 
cause an applicant may be able to obtain | 
a certain benefit or a certain rating from 


another company which we do not see our 


way clear to approving, it does not neces- ' 


ILLINOIS 


V rite. 


4 
The Lincoln National Life 
Insurance Company. 


the 
and 


are higher than 
other company, 


which 
the 


groupings 
groupings 


selection for different | 
g., of two large com- 


ards or rules of 


of 


panies in the same eastern city, one is | vice versa for overweights.” 
| known to be particularly strict in its President H. B. Hill in his address 
attitude towards underweights and the | reviewed the history and growth of the 


If these | 





ARE YOU AWAKE TO OPPORTUNITY 
Life Insurance Men of Vision Know That the Greatest 
Opportunity 
Is with the Company That Is 

NOT TOO LARGE NOT TOO OLD 
NOT TOO SMALL NOT TOO YOUNG 
The Solid Growing Company Officered by Men Who Are Agency Minded 


WE HAVE THE TOOLS 








Participating and Non-Participating Policies—Men and Women on Equal Terms—Total 
Disability and Double Indemnity 


Circularization Aids—Supervisor’s Help—Direct Contracts, Human Relations, Liberal 
Contracts and Special Producer’s Clubs 


If You Are Ready for a General Agency There Is Desirable Territ Open in 
IOwA— NEBRASKA_MINNESOTA_AND SOUTH DAKO OTA 


THE OLD LINE 
CEDAR RAPIDS LIFE INSURANCE COMPANY 


ay G. Sigmund—Vice-Pres. & Agency Director 
COL. C. B. ROBBINS. Pres. 
CEDAR RAPIDS, IOWA 





Cc. B. SVOBODA, Secy. 








Great States Life Insurance Company 


HOME OFFICE: BLOOMINGTON, ILLINOIS 
Agents Wanted in Illinois 


LESTER H. MARTIN, Pres ELIAS W. ROLLEY, Asst. Sec'y. 
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ches Wanted for -- 


Diton ; Centralia 
Jacksonville, Galesbur q 
fe Alt 


Ottawa, 


ton 


Pie Mb)Reve) sith imelaet 


Fort Wayne , Indiana. 








COLORADO——— ILLINOIS———— INDIANA 


0. W. JOHNSON, President 
HIO—— —-OREGON———— PENNSYLVANIA 


Oo —ARKANSAS——CALIFORNIA 





“‘INDEPENDENCE FOR DEPENDENTS’’ 


Request details for our remunerative contracts for 


AGENCY MANAGERS FOR 
PENNSYLVANIA, OHIO, WEST VIRGINIA, ILLINOIS, INDIANA, COLORADO 


You will benefit by our special attention now to these States 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 





IOWA KANSAS————KENTUCK Y———- MICHIGAN MINNESOTA ——MISSOURI 











VNIIOUVD HLYUON 





134 North La Salle Street, Chicago S. W. GOSS, Vice-President 
TENNESSEE———- VIRGINIA——— WASHINGTON———-WEST VIRGINIA——-NEBRASKA 
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George Washington Life Insurance Company 


CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 


presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents, 


The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 


Address 
ERNEST C. MILAIR, Vice-President and Secretary 
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1851 1929 
Co-operation - Sincerity - Service 
Our Motto for 78 Years 
Ask Any Berkshire Agent 
BERKSHIRE LIFE INSURANCE CO. 


Incorporated 1851 
‘PITTSFIELD, MASSACHUSETTS 




















Alamo Life 


a aisinsurance Company 





Texas 
at 2 | ee 


2 - é Cel ° 
at 


GRAHAM DOWDELL, President 


A progressive up-to-date company with a program of expansion 
and growth. 
All Texas is our field. 


The Fast Growing Company of the Southwest 
SAN ANTONIO, TEXAS 








GLOBE LIFE INSURANCE CO. OF ILLINOIS 


431 S. Dearborn St. Chicago 


POSE BARRY DIETZ WM. j. ALEXANDER 
President Secretary 


Successor to 


GLOBE MUTUAL LIFE INSURANCE CO. 


INCORPORATED 1895 T. F. BARRY, Founder 








General Agents and Managers 
Wanted in Illinois by the 


CALUMET NATIONAL LIFE | 


9th Floor Insurance Exchange, Chicago 


Capital, $500,000 Surplus, $500,000 
Contingent Reserve, $500,000 


ROBERT H. BEARD, 
Vice-Pres. and Genl. Mgr 





E. D. SEIP, 
President 








ATTRACTIVE 
GENERAL AGENCY 
CONTRACT 
TO THE RIGHT MAN 


In city of over half million 
population. Now open. 


| _ Exceptional opportunity for a 
live producer to make at least $500 
per month, under a liberal General 
Agency contract and at the same 
time 


| BUILD UP A 
PERMANENT INCOME 
For Old Age or his dependents 


If you can qualify for this oppor- 
tunity, give full details of all past 
| business connections in your first 
3640 Washington Ave. a 2 a te Gas 


ST. LOUIS, MO. 
| W. C. 


MR. AGENT 


Doyoucare forQUALITY? 
Age, Sound Experience, 
Low Cost, a Splendid Rec- 
ord for over 71 years? 


Then why not take 
an Agency for 


THE ST. LOUIS 
MUTUAL LIFE 


Are you interested in Illinois, 
Missouri or Kansas territory ? 





Lock Box 1365 
* Columbus, O. 


company, announcing that it has written 
as much life business already this year 
as it did for all of 1928. Mr. Hill ex- 
pressed strong opposition to the sale or 
merger of life companies solely for the 
financial benefit of those in control, with- 
out regard to the trust that is imposed 
in them, and stated emphatically that the 
Abraham Lincoln would not be a party 
to any such transactions so long as its 
present officers live, although some very 
attractive propositions have been made 
to them. 

Dr. J. R. Neal, secretary and medical 
director, reviewed for the benefit of the 
agents the functions of the various de- 
partments in the home office organiza- 
tion and advised them as to handling 
matters that may require the attention 
of these various departments. William 
Fairlie, assistant actuary, spoke on “Con- 
servation,” and sales talks were presented 
by A. D. Freyer, publicity manager; R. 
N. Sine and Fred Hooker. 

F. M. Feffer, vice-president and agency 
manager, presided at all the business 
sessions and acted as toastmaster at the 
banquet. A joint session for the life and 
accident and health departments was 
held Thursday, with Friday’s session de- 
voted especially to the accident and 
health department and Saturday’s to the 
life department. 

Karl Ritzert of the Fleischer agency, 
Chicago, was announced as the presi- 
dent of the Rail Splitters Club, the com- 
pany’s honor club, for the life depart- 
ment, with J. J. Sheehy of Utica, IIl., as 
vice-president. Robert N. Sine of 
Springfield is president for the accident 
and health department; R. G. B. McKee, 
St. Louis, first vice-president, and A. 
Zatlin, Gary, Ind., second vice-president. 
Next year’s meeting will be held at 
Troutdale-in-the-Pines, Evergreen, Colo. 


Disability Up 
for Discussion 


(CONTINUED FROM PAGE 5) 
recognizing the same need, appointed a 
committee of five insurance department 
actuaries to recommend standard pro- 
visions. These two committees, one 
chosen from company officials and the 
other representing insurance depart- 
ments, have worked together and have 
secured outside opinions through public 
hearings, correspondence and interviews. 
The ten men on these two committees 
represented various sections of the coun- 
try and widely divergent points of view. 
It is significant that they have finally 
made an unanimous recommendation in 
the form of a joint report. 


Some States Will Take Action 


“If this report is adopted by several 
key states, the most liberal disability 
clause permitted will grant waiver of 
premium and monthly income of $10 per 
thousand, the first monthly payment at 
the end of four months. If a more lib- 
eral disability benefit is to be granted, it 
must be as accident and health insur- 
ance, subject to the accident and health 
standard provisions. 

“If the joint report is adopted by the 
National Convention of Insurance Com- 
missioners, it will probably be used as 
the basis for a ruling by several insur- 
ance departments. On the other hand, 
if the joint report is rejected, each state 
may try to work out its own salvation. 
Massachusetts has already formulated a 
ruling restricting disability benefits and 
California has introduced legislation but 
both have postponed consideration of the 
problem in the hope of securing uniform 
action throughout the country. So much 
publicity has recently been given to the 
losses on disability, particularly in the 
large companies, that it is practically 
certain that some states will take action 
soon. It would be most unfortunate if 
we had several different interpretations 
of what may be permitted as disability 
with life insurance. The joint report 
presents the only basis for uniform ac- 
tion throughout the important states.” 


Every wide-awake life insurance man 
should subscribe for his own personal 























copy of The National Underwriter. 
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LIFE AND ACCIDENT §SY 
INSURANCE COMPANY In 


Chattanooga, Tennessee ; 
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Answers to Part 1V of the June Char- 
tered Life Underwriter 
estions are given below. Many 
uestions and problems involved the use 

{ judgment on the part of the candi- 
late. Accordingly, no hard and _ fast 
solution could be expected. Credit was 
given for the reasonableness of a candi- 
date’s answer and the intelligence with 
which he applied the knowledge. 

~ ~ * 


COMMERCIAL LAW AND INSUR- 
ANCE LAW 





examination | 
of the | 


| 


Answers to Questions on Commercial and | 
Insurance Law in C. L. U. Examination | 
in June Announced by Dean Huebner 


the time the 
Obviously, 
a mistake 


already become vested at 
new contract was arranged. 
unless he was laboring under 


| he wouldn't have been willing to accept 
$2,500 in lieu of $6,000 for which he 
already had a claim. (B) The second 





} d Question 1. Riegel, a creditor, who 
roa held a policy of insurance for $6,000 on 
. the life of his debtor (Bolton), whose 
sency whereabouts were unknown, finding it 
ou dificult to pay the premiums, made an | 


arrangement with the insurance com- 
pany under which the policy was sur- 
rendered, and a paid-up policy for $2,500 
) was issued by the company and accepted 
by him in lieu of the policy surrendered. 
At the time of this transaction, both 


cE 


parties acted on the supposition that the | 


assured was alive, but, in point of fact, 


he had been dead 10 days. Riegel claims 
the $6,000, but the insurance company | 
refuses to pay more than $2,500. How | 
much can Riegel recover? 
ing, stating legal principle involved. 


Cost 


ompt 


Answer—There are two points of law 
vmch might arise in this case, the first 
ne being whether there has been a 


ovation or new contract which has re- 
placed the old and the second whether 


Hl 











| guarantee that you will get the money 


| 


Give reason- | 


| that they talk the matter over with an 


the creditor has an insurable interest to 
the extent of $6,000. (A) As to the 
should say that the company 
be liable for the full $6,000 as | 
rage eality of consent was lacking in draw- 
ick ing up the new policy. Mistake, mis- 
Presentation, fraud, undue influence or 
uto- 5s erce will be admitted as evidence to 
ond stow there has been no reality of con- 
sent to a contract. In this case both 
ance the creditor and the company were act 
ig on the assumption that the insured 
and was alive fc , ‘ 
alive, or course, was 
take. The reality of consent to 
the new contract was lacking. 
Moreover, under the terms of the orig- 


inal 
4! contract 












the beneficiary's rights had | being received for his guarantee. 


Quit Guessing—Know what You Are Doing! 


Your Own Name in Gold on the front cover of your binder as illustrated. 


point involves the extent of a creditor’s 


insurable interest in the life of a debtor. 
There are three general rules govern- 
ing this. 

1. The Pennsylvania rule entitles a 
creditor to insure for the debt plus in- 
terest and insurance premiums for the 
debtor’s expectancy of life according to 


the Carlisle table and 4 percent interest. 
2. Under the supreme court rule, the 
amount of insurance must not be dis- 


proportionate to the amount of the debt. 

3. Under the Texas rule, the creditor 
is entitled to receive from the insurance 
carrier the amount of the debt plus pre- 
miums and compound interest, the bal- 
ance of the policy being paid to the in- 
sured’s beneficiaries. 


Summary: The be 


company would 
liable for the full $6,000 but whether 
Riegel would receive that or a lesser 
sum would depend upon the law and 
court decisions in the particular state 
with respect to a creditor’s insurable in- 
in the life of a debtor. 
ce * 

Question 2. Fox urged his employes 
to take out life insurance, and suggested 


terest 


* 


insurance solicitor named Boyd. One 
of the employes (Cox) wanted to take 
out a policy, but was unable to pay the 
premium. Fox said to Boyd: “Have 
the policy issued, and I will personally 


from Cox.” The policy was issued, but 
Cox failed to pay the premium, and 
shortly thereafter left the employ of 
Fox. Boyd sued Fox on his promise. 
Fox defended on the ground that his 





promise was not in writing. Can Boyd 
recover? Give reasoning, stating legal 


a mis- principle involved. 


Boyd cannot recover. | 


Answer: 
Fox guaranteed payment of the pre- 
mium by Cox without any consideration | 
The 


ASENT'S NAME 


| City 
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| Standard 


| Name 
| Street 


Fox 
neo 


continuance of Cox's working for 
for a time after the guarantee was 
consideration for Fox’s assuming the ob- 
ligation. Where a contract of guaranty 


is entered into the laws of most states 
require special formality, i. e. that the 
contract must be evidenced in writing in 
the absence of any special consideration. 
Even had there been a_ consideration 
paid to Fox for his guarantee, | believe 
that a written contract would be neces 
sary. Lacking this special formality re- 


quired of such contracts Fox 
and Boyd cannot recover. 


* * 


Question 3. Dawson and Fee were 


| partners conducting a general insurance 
| business. They rented a suite of offices 


and engaged in an extensive advertising 
campaign. Fee was the active manager 
of the business. Business did not de- 
velop as expected, and Dawson told Fee 
to make no further contracts for adver- 


| tising; that if he did, he (Dawson) would 


not be responsible for them. Fee, never- 
theless, signed, in behalf of the firm, a 
renewal contract for advertising in the 
“Daily World.” Subsequently the “Daily 
World” sued the firm for advertising 
charges. (A) Would the “Daily World” 
be entitled to judgment against the firm? 
(B) If a judgment is obtained against a 
partnership, and the firm and all the 
partners except one are without assets, 
can the creditor get satisfaction for his 


is relieved 


judgment out of the assets of the solvent | 


partner? Give reasoning. 

Answer. (A) The “Daily World” can 
recover a judgment against the firm. 

A partner is a general agent of the 


partnership and has powers coextensive | 


with those of the partnership. He can 
bind the firm to any act within reason; 
sale of the assets of the firm in toto or 
conveyance of real estate registered in 
the name of the firm, etc., being ac- 
cepted. Here Fee was acting within the 
scope of his apparent authority as a gen 
eral agent of the firm of which he was | 
a partner and reneral llanager. Daw 
son is estopped from denying liability 

(B) Yes, a creditor can satisfy his 
judgment out of the assets of the one 
solvent partner because a partner is un 
limitedly liable from his personal estat 
for all debts of the partnership. This is 
one of the characteristics of the partner 
ship form of organization. 


* * 


Question 4. (A) What requirements 
does the negotiable instruments act pre- 











scribe concerning the form of a negoti- 
able promissory note? 

(B) What advantages does the holder 
in due course of a negotiable note have 


over the assignee of a non-negotiable 
contract? 

Answer (A) The negotiable instru 
ments act prescribes that a negotiable 
promissory note should be an 1, Unc 
ditional promise, 2. In writing, 3. To 
pay a certain sum of money, 4. To th 
order of a particular person or to bearer, 
5. At a fixed or determinable tuture 
time. 

(B) The holder in due course of a 
negotiable note is free from any set-ofts 
which might have been good against the 
maker either at the time the note was 
drawn or subsequently. In other words, 
he is not subject to such defenses as 
that there was no consideration, th 
payee had not fulfilled the contract for 
which the note was given, etc. 

In case of assignment of a non- 
negotiable contract, the assignee receives 
no better rights than the assignor had. 
herefore, to take a fire insurance con 
tract as an illustration, if the policy is 
void as to the assignor because of son 
violation, it is also void as to the as 
signee. lI urthermore, to use the same 
illustration, if a fire insurance policy 
which is assigned with the consent 
the company, and is good at the time, 
is subsequently violated by the assigno 
so as to be void as to him, it will also 
be void as to the assignee. 

* * 
Question 5. Discuss the national 


bankruptcy act, including the legal in- 
terpretation of its provisions, in its rela- 
tion to the rights of creditors to the cash 
value of life insurance policies. 


Answer. The national bankruptcy act 
provides that the bankrupt must report 
to the trustee all assets existing at the 
time of his bankruptcy. The question 

| then arises as to what extent life insur 
ance policies may be considered as part 
of his assets Generally, anything to 
which the bankrupt has access passes to 
the trustees in bankruptcy 

If the beneficiary of a life insurance 
policy has been irrevocably named, 1. € 
it the right to change the beneficiary has 

| not been reserved by the insured, the 
bankrupt has no right or title to the policy. 
rhe beneficiary has a vested interest in 
the policy and the cash value of the 
policy has not been available to the 
bankrupt Hence the trustee has no 
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claims and creditors can obtain no bene- 
fit under the policy. 

Where the right to change the bene- 
ficiary has been reserved, the insured 
has control of the policy and can sur- 
render it for cash value. Hence the 
trustee can do the same thing and credi- 
tors obtain the benefit of this cash value. 
In this case the bankrupt is allowed to 
preserve his policy by paying to the 
trustee the amount of the cash value, 
thus keeping the policy in force. This 
is usually accomplished by borrowing 
from the beneficiary the difference be- 
tween the cashevalue and its loan value 
and borrowing the loan value directly 
from the insurance company. 

The national bankruptcy act does not 
take away any exemptions granted 
under the various state bankruptcy laws 
Consequently, in those states which ex- 
empt life insurance policies in which 
certain named beneficiaries (wife, chil- 
dren or a creditor as security for a debt) 
are designated with the right to change 
reserved, this same exemption applied 
under the national bankruptcy act. 

Where the estate of the insured bank- 
rupt or where the insured himself is 
named as beneficiary, creditors can get 
the cash value of the policy. 

Where the insured bankrupt dies after 
becoming bankrupt the claims of credi- 
tors are limited to the cash value of his 
insurance but creditors can only recover 
this provided the insured or his estate 
was named as beneficiary or provided 
the beneficiary was named with the right 
to change reserved. If the insured dies 
and his estate becomes ‘bankrupt the 
creditors have no claims at all unless 
the policies were payable to him or to 
his estate, in which case they become 
assets of the estate and are subject to 
creditor’s claims. 

Life insurance procured within four 
months prior to the bankruptcy may 
be considered as an attempt by the 
bankrupt to effect a transfer of assets 
in contemplation of bankruptcy with the 
intent to defraud creditors and could 
then be attached by the trustee. 

* * * 


Question 6. Enumerate the principal 
state statutes regulating life insurance 
solicitors. 

Answer 1. Most states have passed 
laws requiring life insurance agents to 
get a license before operating within the 
state. Brokers must also be licensed. 
Some states grant these licenses merely 
upon application and payment of fees. 
Others, as Pennsylvania, require an ex- 
amination of all agents and brokers, the 
examination being different. 

2. Most states have laws prohibiting 
rebating of commissions. Some cases 
are difficult to decide, but in general re- 
bating is the return of part of ithe 
agent’s commission or some other con- 
sideration to the insured when he takes 
out the policy. 

3. Most states prohibit “twisting.” 
This is any misrepresentation or incom- 
plete comparison on the part of the 
agent which causes a policyholder to 
lapse an old policy for the purpose of 
taking a new one. 

4. Agents are also usually prohibited 
from making any promises as to future 
dividends. The dividend records of the 
company in question may be excellent 
but no one can predict what will happen 
in the future. 

5. Fraudulent statements, or incom- 
plete comparisons cannot be made. An 
opinion of the agent regarding a pro- 
vision of the policy does not affect the 
contract; however, the agent should be 
careful on this point, for oral testimony 
in some states is recognized as sufficient 
to alter the contract, even though the 
policy has a provision stating that the 
agent has no authority to alter or change 
any part of the policy. 

6. Many states definitely state that 
the broker will be considered the agent 
of the company for certain purposes as 
receipt of premium and delivery of the 
policy and agent of the insured in all 
other respects. This is due to the diffi- 
culty in the past of determining the 
status of the broker. 

=a * 


Question 7. A, B, and C are pro- 








posing to engage in business together. 
What are the relative advantages and 
disadvantages of a partnership and a 
corporate form of association? 

Answer. My advice to A, B and C 
would be to give consideration to the 
following factors. 


Partnership 


Advantages: Less formal combina- 
tion. 2. Can pool the skill and resources 
of several persons so that each may 
contribute his particular qualifications 
for the benefit of all. Thus one may be 

a sales manager, another a financier and 
the third a production expert. 3. Not so 
closely regulated by the state in a 
corporation. 4. Taxes usually lower. 

Disadvantages: 1. Each partner may 
bind all. 2. Unlimited liability of part- 
ners. Death of any one dissolve the 
partnership. 4. Difficulty of withdraw- 
ing or transferring interest. 5. May not 
be able to get enough capital. 


Corporation 


as 


Advantages: 1. Pepetual succession. 2. 
Transferability of stock. 3. Stockholder 
may not personally bind the company. 4. 
Liability is limited to amount of interest 
with the exception that in some cases 
as bank stock, there may be double lia- 
bility. 5. Can combine the capital of 
many. 6. Can use large scale methods 
of production. 7. Can secure a national 
interest in the success of a concern by 
widespread stock holding. 

Disadvantages: 1. Absentee landlord- 
ism—the people who put up the money 
have little control in many cases over its 
management. 2. Possible abuses from 
concentration of so much capital. 3. 
Higher taxation. 4. Stricter state regu- 
lation and supervision. 

* * * 

Question 8. What acts are within the 
express and implied powers of a cor- 
poration? Discuss. 

Answer. A corporation is an artificial 
person created by law which is expressly 
given the right 

a. Of perpetual succession, 
given period of years. 

b. To sue and be sued. 

c. To use a seal. 

d. To own property. 

e. To make contracts and do every- 
thing else which may be necessary to 
carry on the business for which it was 
created. 

It is impliedly given any powers which 
are not expressly stated but which 
would reasonably be necessary to carry 
on its corporate activities. 

* * * 

Question 9. Shafer was a candidate 
for city treasurer. He wrote to Knowles, 
an acquaintance who was out of town, 
that if the latter would return to the 
city on election day and cast his vote, 
he would reimburse him for his trans- 
portation expenses. There was no agree- 
ment as to how Knowles was to vote. 
Knowles returned and voted. Shafer 
was defeated, and refused to keep his 
agreement. Knowles sued. Can he re- 
cover? Give reasons. 


Answer. There was an implied under- 
standing (or tacit offer or influence) 
when Shafer offered to pay Knowles’ 
transportation expenses to vote, which 
made it an illegal contract and against 
public policy. Therefore, Knowles’ claim 
would be unenforceable at law. 

6 = @ 

Question 10. Crawford, a widower, 
has four children, age 30, 25, 21 and 19 
years, respectively. The oldest is a 
daughter; the others are sons. He wishes 
to have them participate equally in his 
estate. The intestate law of the state 
provides for equal distribution under the 
circumstances. Is there any occasion 
for Crawford to make a will? Explain. 

Answer. Crawford certainly should 
make a will. First of all, it is less ex- 
pensive than transfer under the intes- 
tate law. Secondly, he has one minor 
child, and in his will he can appoint a 
guardian, saving expense as contrasted 
with appointment by the surrogates or 
orphans court, and moreover make sure 
the guardian is someone he desires 
rather than risk the appointment of a 


or for a 





stranger or relative stranger. Also, if 
he died intestate, his administrator 
would be required to convert his estate 
into cash before distribution which 
might involve liquidation loss and di- 
minish the amount to be distributed, 
whereas if he made a will his study of 
his affairs might indicate that he should 
direct a distribution in kind, securities, 
real estate, etc., to his various children. 
Finally he might conclude’ through 
drawing his will that specific “kind” 
distribution in equal amounts to indi- 
vidual children would be beneficial, such 
as a home if he owned one to the daugh- 
ter, etc. 

Despite the fact that the intestate 
law of his state provides for equal dis- 
tribution to children of a widower, and 
that no apparent injustice in amounts 
would be done, his examination of the 
subject will show that he should make a 
will. The making of his will permits of 
a testamentary trust etc. in favor of his 
daughter, giving her income rather than 
principal etc. 

* * * 


Question 11. Is there any difference 
between the duty of a bailee who (a) 
acts gratuitously, and (b) one who acts 
for compensation, the bailment being 
for the benefit of bailor in each case? (c) 
Does the degree of care in either case 
depend upon the article bailed? 

Answer. A bailee who (a) acts gratui- 
tously when the bailment is for the 
benefit of the bailor is only held to ex- 
ercise of slight degree of care. (b) On 
the other hand, if he receives compensa- 
tion and the bailment is for the benefit 
of the bailor, the bailee must exercise 
ordinary care and diligence in looking 
after the property. Were the bailment 
for the benefit of the bailee himself a 
high degree of care would have to be 
shown. (c) The degree of care will de- 
pend upon, in both cases, the nature of 
the article bailed. For instance if I ask 
a friend to store a lawn roller for me, 
whether or not I pay him, and he leaves 
it in his garage from which it is stolen, 
he probably has exercised sufficient care 
under either of the above conditions. On 
the contrary, if I should ask him to keep 
a bond or a diamond ring and he left it 
in the garage, he would not have exer- 
cised a sufficient amount of care. 

* * & 


Question 12. (A) What is a warranty? 
Give two illustrations of transactions in 
which warranties occur. 

(B) What is the difference between 
the liability of a maker and an indorser 
of a negotiable promissory note? 

Answer. (a) A warranty is a state- 
ment which if incorrect will void an 
agreement even though the inaccuracy 
of the statement may not have been ma- 
terial. 

The description of certain property 
may be warranted in an agreement of 
sale. The seller is then not in a posi- 
tion to say that he had given what he 
had promised even though the goods 
may not differ in any great respect. The 
doctrine of caveat emptor is applied in 
the case of most sales and due allow- 
ance is made for the practice of pro- 
ducers verbally boosting their wares. 
However, if goods are warranted to 
meet certain specifications, the purchaser 
need not accept them unless they actu- 
ally measure up to such specifications. 

Other good illustrations of warranty 
may be found in many forms of insur- 
ance. In automobile insurance, for ex- 
ample, an owner warrants the informa- 
tion he gives as to his residence, occupa- 
tion, ownership of car, liens, etc. If this 


information is incorrect the company 
may void the policy even though it 
would have had no material bearing 


upon the company’s willingness to write 
the risk had it been previously stated 
correctly. 

(b) The maker on a note is pri- 
marily liable for its payment. He guar- 
antees that it is genuine, that it is his 
direct obligation and that he will pay it 
acording to its terms when due. If the 
note should not be presented when due, 
he is nevertheless bound. 

An endorser of a note is liable only 
if the payee cannot recover from the 








He has guaranteed the capa 
of previous parties on it to contrac 
has agreed that he will pay it 


maker. 


maker does not. If a note is not, 
when due, the payee should notify ; 
endorser or endorsers promptly of 
non-payment in order to be able to } 
them. 





* * * 


Question 13. Define briefly the 
lowing terms, stating in what connec 
they occur: (a) implied contract; 4 
covenant; (c) incumbrance; (4d) j 
vency; (e) power of attorney; () 
ceiver; (g) tort; (h) surety; (i) 
able; (j) ultra vires. 


Answer. The following terms ma 
defined briefly as follows. After 
definition is a statement of the con» 


tion in which it occurs. 

(a) Implied contract—a contract y 
is assumed from the actions of ; 
parties even though there had bee 
express agreement. This term wil 
found in the law of contracts. 

(b) Covenant—an obligation defini 
assumed by one party to a contr 
under seal. For instance, in an ag 
ment of sale for real estate, the « 
covenants to perform certain acts, \\ 
be found in sales or leases of real or; 
sonal property. 

(c) Incumbrance — a lien or ¢: 
against a certain piece of property x 
mortgage or mechanic’s lien on x 
property. Found in law governing: 
estate transactions. 

(d) Insolvency—the inability 
debtor to pay his obligations. Fos 
in bankruptcy law. 

(e) Power of attorney — a kx 
document authorizing the person 
whom it is given to perform somez 
in place of the person. giving it. ] 
illustrate, a stockholder. may sig 
power of attorney, which gives 
holder a right to sell his stock. 
in law governing negotiable instrumer 
agency law, and elsewhere. 

({) Receiver—a person appointe 
the courts to take over and admit 
the affairs of an insolvent corporati 

(g) Tort—an offense against a 
dividual, such an libel, slander, malic 
prosecution, negligently injuring t 
party, etc., as contrasted with an of 
against society, which is a 
Found in the law of torts. 

(h) Surety—one who assumes 
bility for the act, default or miscarr 
of another. Found in law of suretys 
and guaranty. 

(i) Voidable — an agreement Wi 
may be made void at the option of 
of the parties to it is called a vou 
one. For instance, a minor may ™ 
a contract for certain things oth ver 
necessities. This contract is V 
when the minor comes of age. That 
he may void it if he wishes altt 10Uug 
is not in itself void. Found in cont 
law—capacity of parties. 

(j) Ultra vires—from Latin ioe 
beyond the powers. Corporations 
given certain express powers by law 
others are implied, as provienty | 7 
plained. Any acts exercised by 4° 
poration which are outside the pow 
given to it are called “ultra vires. 
term is found in corporation law. * 























Dr. Sadler Resigns 


Dr. William S. Sadler, vice-pres® 
and medical director of the pace 
National Life of Chicago, has resi 


Dr. Sadler is president of the Meds 
Research & Diagnosis Bureau and@™ 
known writer on medical subjects. 





Missouri Fraternal Congress 


The annual convention of the Miss" 
Fraternal Congress will be held . 
Louis Nov. 21-22. Leaders of th 
tional Fraternal Congress will be 
the speakers. 

The subjects that will be 
the meeting are the new 
ternal insurance law passed by 
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